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FARM MANAGEMENT: An idea for courtiy vanks (see page 25) 





This Month: 


PROFITABLE FARM SERVICES by K. J. McDonald 
HOW LENDERS VIEW THE NEW HOUSING ACT by Harry V. Odle 


IMPROVING BANK OPERATIONS_—II by Edward F. Lyle 

















“SO THIS IS THE CHECK 
THAT CAUSED A LOSS 
OF 59 HOURS!” 


“THAT’S THE 
ONE, MR. STEELE. 
HOW CAN WE 
GET OUR 
CUSTOMERS TO 


DESIGN THEIR 


CHECKS PROPERLY?” 





$99.16 


TEACHER IN 
DOLLARS 

















THIS FREE BOOK WILL HELP 
CURE YOUR “HEADACHE CHECKS”! 


This sketch was made 

from a photostat of the 
actual check which cost 3 
banks a total of 59 lost hours 
—more than a week’s work 
for one employee! Do you 
know why ? * 











We believe that you, like many other bank- 
ers, will find this Hammermill idea-book, 
“BUSINESS CHECKS,” helpful. Distribution 
of it among your customers can prove a 
tactful way of showing them what is needed 
for fast and accurate handling of their 
checks. The little book shows 15 examples 
of common time-wasting faults from checks 
in actual use. Then it shows in clear dia- 


grammatic form the essentials of GOOD 
business-check design. 

You and your tellers will find ‘““BUSINESS 
CHECKS” a stimulating refresher. Send the 
coupon for FREE copies. And remember 
even the best-designed checks give 
Sreater satisfaction on the easy-to- 
write-on check paper that really pro- 
tects— Hammermill Safety. 


*The ‘‘rate of pay’’ ($104.16) was naturally mistaken for ‘‘amount of check’’ ($99.16.) 


et 
SAFETY 


MANUFACTURED BY HAMMERMILL PAPER COMPANY, ERIE, PA., FOUNDED 1898 














Hammermill Paper Company ,; 
1503 East Lake Road, Erie, Pennsylvania 


Please send me FREE copies of ‘Business Checks.” 





Position 
Name 
(Please attach to, or write on, your bank letterhead.) scH-JUN 
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LETTERS 








Mobile Mortgage Service 


Sirs: For some time we have been play- 
ing up fast action on mortgage loans. That 
this has paid off is borne out by the sub- 








(NOW - aude daefer... 
WESTERN SAVINGS BANK 


MORTGAGE CUSTOMERS AND HOME PURCHASERS 


MOBILE TELEPHONES 


for fast action on mortgage loan applications | 


Phone us at Mohawk 2222. Your call will be relayed to one of || 
our three telephone-equipped cars! It's the quickest, newest | 
indienne Gillin. «:enatiiat tet ton Weta. 5.1 
another service by WESTERN — and better service for you. | 
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stantial increase in our mortgage account 
over the past several years. 
The operations and procedure of our 


| mortgage origination department naturally 


had to be streamlined to give this service. 
Now, we have taken another step that will 
further enable us to speed up the processing 
of mortgage loan applications. This is the 


| installation of mobile telephone units in 


three of our appraisers’ cars. This permits 
us to keep in constant touch with ap- 
praisers and to keep all of our requests for 
property inspections strictly up to the 
minute. 

The mobile unit service is being very 
well received by brokers, builders, attor- 
neys and others who make mortgage appli- 
cations to the bank. In nine out of ten 
cases these applications carry requests for 
“rush” decisions. Our new mobile facili- 
ties, in addition to speeding up this service, 
saves time and expense by reducing the 
duplication of inspection trips throughout 
the city and suburbs. 

Wittram H. Co.esrock, 

Vice-president, 
The Western Savings Bank, 
Buffalo 2, New York 


¢ ¢ o 


125th Anniversary 


Sirs: This year we are observing our 
125th anniversary. Something especially 


newsworthy about it is the fact that our 
bank had its beginning in the oak chest 
shown in the picture. The chest was built 
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in England in the 1600’s and found its way 
to the store of a Middletown druggist. 
Since it was a sturdy chest and since the 
druggist was a man of integrity he was 
asked by townspeople to keep valuables, 
etc. Soon the demand outgrew the chest 
and he and a few others banded together 
to organize The Middletown Savings Bank. 
Howarp B. Smiru, Treasurer, 
The Middletown Savings Bank, 
Middletown, Connecticut 


Sd ¢ 


Garden Show 


Sirs: Our bank recently held its first 
Spring Garden Show. The show was 
opened on a Saturday afternoon by our 
President Ernest H. Watson and _ the 
presidents of two New Rochelle women’s 
garden clubs. It was open every day 
through Friday, and Wednesday and 





Thursday evenings. 
The exhibit was offered forthe benefit 
of gardeners and gave merchants a chance 


to display their wares. The leading fea- 
tures included a center aisle lined with 
beach umbrellas and tables, an office made 
over into a real garden and a running 
fountain at one end of the tellers’ cages. 
The various implements included a big 
tractor and a grass roller. 

Over 30 local merchants participated and 
the crowds passing through the bank far 
exceeded the hopes of the bank’s manage- 
ment. 

WILLIAM G. RANSFORD, 

Assistant Cashier, 
First National Bank of 
New Rochelle, 
New Rochelle, New York 


« ¢ ¢ 


Snorkel 


Sirs: We are enclosing a photograph of 

a life-size model and display of the Snorkel 

which is to be installed in our bank. The 

display is located in our lobby and is being 

used to demonstrate the operation of the 

curb teller in order to acquaint customers 
with its use in advance of installation. 

NeIL N. Muzzy, Comptroller, 

Union Trust Company, 

St. Petersburg, Florida 
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THE FUTURE 


RADIO RELAY FOR TELEVISION—The Bell System uses frequencies of radio waves, sometimes called microwaves, to transmit Telephone 


HOLDS GREAT PROMISE 





ee 


calls and Television programs over chains of radio relay. towers across the countryside. The towers are built about twenty-five miles apart. 


The Bell System’s Television Network 
Grows Each Year 


The Television industry is growing fast and the 
Bell System is moving right ahead with the 
facilities needed to carry programs to more and 
more people. 


At the beginning of 1949, the Bell System’s 
network covered areas with 38,000,000 popula- 
tion. By the end of this year, further expansion 
will bring that figure to about 57,000,000—a 
gain of fifty per cent. 





SECTION OF COAXIAL CABLE 


It’s no bigger than a man’s wrist. Yet 1800 
Long Distance conversations or six Televi- 
sion programs can go through it at one time. 


BELL TELEPHONE SYSTEM 


Just as Bell System facilities made network 
radio possible, so today we are making network 
Television possible. New types of transmission — 
Coaxial Cable and Radio Relay—have been 
developed. The two systems were designed to 
carry both Long Distance calls and Television pro- 
grams. Thus both needs can be supplied in the 
most practical way. 


The Bell System is a pioneer in Television trans- 
mission and through its continuing research and 
building is marching right along with the growth 
of this new industry. 
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Dallas bank sponsors banking course, awards certificates 


Education in Finance 

While much still remains to be done, the 
U. S. citizen of the future should be better 
qualified to handle his personal finances, 
and have a more lucid understanding of 
the fundamental role of banking in the 
economy, as a result of the intensified edu- 
cational efforts being directed toward this 
objective. 

Never before have the banks, individu- 
ally and collectively, been as zealous in 
working with schools to take the mystery 
out of banking and to assure adequate 
training in matters of practical finance. 

Practical course. Typifying these ac- 
tivities is the accompanying picture (above), 
showing the awarding of certificates to 
economic students, for successful comple- 
tion of a course in Practical Banking 
sponsored by the Texas Bank & Trust 
Company, Dallas, at one of the local high 
schools. Jack P. Morris, assistant vice- 
president and public relations director of 
the bank, presented the series of lectures 
and bank tours which comprised the 
course, to be offered each semester. 

The plan is that the students actually go 
through the mechanics of organizing a 
bank. They show the need in a given com- 
munity for a bank, make application for a 
charter, set up their own board of directors 
and various operating committees. These 
committees report on their functions and 
activities to the balance of the class, and 
a note book is kept by each student cover- 
ing the operational procedures necessary to 
modern banking. All types of accounts are 
explained and students practice filling out 
actual forms used in the various depart- 
ments. 

Beyond the classroom work, covering 
approximately 16 hours of instruction, there 
«°e three tours of inspection of actual bank 
operations, two at the Texas Bank and 
one at the Federal Reserve Bank. 

Textbook project. A similar course in 
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banking has been taught in the local high 
school for some time by George H. Rast, 
cashier of the First National Bank in 
Leesburg, Florida. It has been so success- 
ful and attracted such wide attention that 
other bankers in Florida have asked if in 
some way the instruction used could be 
made available to high schools in the en- 
tire state—and perhaps throughout the 
nation. 

With this in mind a textbook committee 
was appointed by the president of the 
Florida Bankers Association, with Mr. 
Rast as chairman, and including S. H. 
Fifield, vice-president, Barnett National 
Bank of Jacksonville, and R. H. Mac- 
Carthy, assistant cashier, First National 
Bank of Tampa. 

Arrangements have now been made to 
have the members meet for three weeks 
with a committee of schoolteachers in a 
‘summer workshop” to prepare textbook 
material on banking. 

The Rast committee will furnish mate- 
rial, help to direct its use, and double- 
check whatever manuscript may be pre- 
pared. When the material has been ap- 
proved by the joint workshop group it will 
be printed by the State and distributed to 
all Florida high schools with a request from 
the State Superintendent that it be given 
a trial. The Florida Bankers Association 
is planning to have enough copies printed 
so that interested bankers in other areas 
may be able to obtain the material for 
school use. 

New school film. Meanwhile, the 
American Bankers Association has com- 
pleted the second in a series of motion pic- 
tures to aid in teaching the basic functions 
of commercial banks, in high school class- 
rooms. The new film, ‘‘How Banks Serve,”’ 
is a 16mm black-and-white sound movie, 
with a running time of about 1014 minutes. 
Through a story built around the day-to- 
day activities of a typical American family 


and its dealings with a bank, the film 
depicts such basic banking functions as 
safeguarding of funds, transferring of funds, 
and the making of loans. 

The new film is a companion to the first 
of the A. B. A. high school film series, 
titled ““Pay to the Order Of,’’ which has 
been available since last summer and is 
now sponsored in over 600 school systems. 

Chair of Finance. Not all the bank- 
school projects are at the high school level, 
of course. The necessity of closer integra- 
tion between business and education in our 
institutions of higher learning is also 
recognized. 

Thus the Fort Worth National Bank has 
endowed a full professorship in the field of 
finance, to be established this fall by the 
School of Business at Texas Christian 
University. Commenting on this action, 
R. E. Harding, president of the Fort Worth 
National, says: “It is our bank’s desire to 
help build an outstanding department of 
finance for T.C.U. students. In this new 
Finance Chair, we feel we are making an in- 
vestment in the future. The business leader- 
ship of tomorrow is in the hands of the 
youth of today.” While acknowledging 
that education is primarily the concern of 
schools and colleges, Mr. Harding adds 
that “it is a function in which we of the 
business world must participate if we 
expect to share in the advantages of 
educational progress.” T.C.U.’s_ present 


courses in money and banking, investments, 
bank administration, and financial prob- 
lems willbe placed under the direction of 
the educator selected for the Fort Worth 
National Bank Chair of Finance, and he 








Left to right: Dr. M. E. Sadler, T.C.U. 
president; Dr. E. M. Sowell, dean, 
School of Business; and R. E. Harding 


Bank endows Chair of Finance 


will be empowered to initiate additional 
courses. Incidentally, the university hopes 
that this will be an important first step in 
a broad program of business-education co- 
operation, encouraging similar develop- 
ments in other major areas of business 
training, including accounting, production, 
marketing and industrial relations. 
University loan fund. Another note- 
worthy project is the establishment of a 
loan fund for students of the University of 
Missouri who enroll for the new courses in 


3 





*‘Rural Banking” or “City Banking.” The 
plan was announced at the 60th annual 
convention of the Missouri Bankers Associ- 
ation last month, and the initial contribu- 
tion of $500 was donated by Leslie K. 
Curry, vice-president of the Mercantile- 
Commerce Bank & Trust Company, St. 
Louis, and president of the Association dur- 
ing the past year. A similar amount was 
given by the Mercantile-Commerce Bank, 
and it is expected that the Association and 
leading banks throughout the state will 
add substantial donations to the fund. 
The new banking courses are being 
offered by the University of Missouri for 
the first time this fall, and the Missouri 
Bankers Association will further co-operate 


in the program by counseling prospective 
students and by providing certain phases 
of training through actual bank work, 
primarily during the summer months. 

Training in investments. At Baldwin- 
Wallace College in Berea, Ohio, students 
are receiving practical training in invest- 
ments through an unusual class project 
directed by Dr. J. O. Kamm, director of 
the School of Commerce. 

Here the students own and operate an 
investment fund, which was started three 
years ago with only $110 and has grown 
through dividend income, capital gains and 
gifts until at the end of 1949 it totaled 
$788.64. 

Explaining the program, Dr. Kamm 








NEW BOOKLET for 
Financial Institutions, Dealers, Brokers, 
Business and other Organizations 


15 Broad Street 
NEW YORK 5 





Free Competitive Enterprise 
at Stake 


TREASURY DEBT MANAGEMENT 
AND 
FEDERAL RESERVE CREDIT POLICY 





AUBREY G. LANSTON & Co. 


INCORPORATED 
DEALERS IN OBLIGATIONS OF THE 
U. S. GoVERNMENT AND ITS INSTRUMENTALITIES 


45 Milk Street 
BOSTON 9 






































College class, shown learning stock 
exchange symbols from Dr. Kamm, 
manages its own securities fund 


Novel course in investments 


says: “In actively applying investment 
theory, students really learn how to invest. 
They purchase and sell securities, collect 
cash and scrip dividends, vote proxies, 
endorse certificates, observe stock split-ups. 
and come to understand the transfer ané 
registration of issues. 

“In selecting securities they begin firs! 
with a broad analysis of general economi 
conditions and successively narrow thei 
study down to security markets, specific 
industries, and finally specific issues. The 
most promising issues in the best situated 
industries are purchased, providing genera 
market and economic conditions are favor 
able. Each company and each issue } 
carefully subjected to a series of financial 
ratios.” 

11.9 per cent return. At the end 0 
last year, 71.9 per cent of the fund's 


assets were invested in stocks and 28.1 per}, 
cent in cash. In the three years the func}) 
has been in existence its return from div] 
dends and capital gains has average’}) 


11.9 per cent. 


“The capitalistic system rewards thos} 


who work hard and think clearly; this 5 
true in investments as well as in othe! 
fields,’ Dr. Kamm comments. ‘Althoug! 
it is small in resources, the Baldwin-Wa! 
lace investment fund has explained i! 
practical terms the nature of this system 
It has accomplished what learned lecture! 
with abstract ideas have been unable (o do 

“An average individual with limited 


funds can invest successfully in corporal} 
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”,..Ves, Art, we buy and sell our 
Government bonds through Bankers Trust 
in New York. Because theybe a primary 
Cealer all prices are nef- And their 
over-all advice on our account has been 


very helptul...” 

















































When you buy Governments from Bankers Trust—you deal direct 


As a primary dealer in U. S. Govern- 
ment bonds, notes, certificates, and 
discount bills, we maintain am in- 
ventory of these securities in our 


Trading Department. 


This means that your orders 
placed with us are executed without 
delay—no red tape or outside tele- 
phone calls. Immediate confirmation 
of orders can mean an important 
saving for your bank. 

Moreover, this service is rendered 
‘0 Our Customers at the lowest pos- 


sible cost—all prices are net. 
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We are glad to work with you on 
your bond account, advise you on the 
arrangement of maturities, and sug- 
gest switches from one issue to an- 
other as market movements provide 
favorable opportunities. 

In addition, our Bond Department 
is a leading dealer in State and Mu- 
nicipal issues. We are prepared to 
answer your questions regarding 


BOND DEPARTMENT 


BANKERS TRUST COMPANY 


NEW YORK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


this segment of your portfolio. 


For full information on how this 
service can benefit your bank, write 
Bond Department, Bankers Trust 
Company, 16 Wall Street, New York 
15, N.Y. Telephone REctor 2-8900 
when we can be of assistance. Our 
teletype numbers are NY 1-3333 for 
Governments and NY 1-850 for State 
and Municipals, 











When you think of 
Pittsburgh’s 

Golden 

Triangle 





Shirk of 
4 10) 1 


Pittsburgh’s Golden Triangle will 
become even more prosperous 
with the development of the new 
Point Park. Adjoining the beau- 
tiful 36-acre State Park at the tip 
of the triangle where Pittsburgh’s 


rivers meet—a group of 20-story 
office buildings will be erected. 
And these enterprising projects 
are only a part of the fabulous 
Pittsburgh Program. 

Pittsburgh is moving ahead on 
all fronts . . . working steadily to 
make itself a healthier, more 
attractive, busier city. To find 
out about new business oppor- 
tunities, new markets, new loca- 
tions—write to The Pittsburgh 
Industrial Development Council, 
Pittsburgh 19, Pa. today. 

And for your correspondent 
banking requirements, think of 
Peoples First. With 17 fully- 
statted offices situated all around 
the town—and an intimate knowl- 
edge of Pittsburgh—-we invite 
your inquiries, 


PEOPLES FIRST 
NATIONAL 


BANK & TRUST COMPANY 
Pittsburgh 30, Pennsylvania 
Member F.D.I.C. 








securities,” Dr. Kamm adds. ‘“Invest- 
ment is not only for the wealthy, for 
America’s economic development has been 
based on the combined savings of millions 
of investors. The Baldwin-Wallace fund 
has helped to disperse the mystery sur- 
rounding Wall Street. In so doing, it has 
opened the way for young Americans to 
become active participants in our economic 
system.” 

Banking workshop. Not all the educa- 
tional projects involve students. Last 
month, for the second consecutive year, 
the Federal Reserve Bank of Minneapolis 
staged a one-day Money and Banking 
Workshop for faculty representatives from 
colleges and universities in the Ninth Dis- 
trict. The purpose of the conference is to 
provide instructors of money and banking 
courses with material not ordinarily obtain- 
able in textbook presentations. A com- 
mittee of teachers formulates the program. 
This year Harold V. Roelse, vice-president, 
Federal Reserve Bank of New York, dis- 
cussed the mechanics of Federal Reserve 
operations in the money market; Lester V. 
Chandler, professor of economics, Amherst 
College, told of his experiences as economist 
of the Douglas subcommittee of Congress 
on monetary, credit, and fiscal policies; 
and J. W. Beyen, executive director, Inter- 
national Monetary Fund and World Bank, 
spoke on international monetary problems. 

All of these educational projects augur 
well for a more enlightened and informed 
citizenry, which will be needed as a future 
barrier against the unsound economic and 
financial panaceas that will undoubtedly 
be advanced. 

° + * 


The Savings Trend 


That most thrift institutions have a 
comparatively smaller slice of the savings 
dollar than they did ten years ago is shown 
in the accompanying chart. Due to the 
big jump in public holdings of government 
bonds, the percentage of total individual 
savings held has in the past decade 


Growth of savings, indicating 
relative gains of various media 





dropped from 41 per cent to 30 per 
cent in the case of life insurance, from 27 
per cent to 21 per cent for commercial 
banks, and from 19 per cent to 11 per cent 
for mutual savings banks. The proportion 
of total savings held by savings and loan 
associations has inched up from 7.3 per 
cent to 7.4 per cent. 

In total, the rate of gain of all savings 
has tapered off since the war. Of the vari- 
ous media, only the savings banks and the 
savings and loan associations took in more 
thrift funds in 1949 than they did in 1948, 

However, by the end of 1949 individual 
savings stood at an impressive $169 billion, 
which represents a thumping 360 per cent 
increase over the $47 billion total at the 
end of “booming’”’ 1929. 

Moreover, personal savings during the 
first quarter of this year were abnormally 
high, or at an estimated rate equivalent to 
$19.3 billion a year, which is higher than 
ever before except for the war years, when 
there was little to buy. The rate of savings 
is expected to drop to more normal levels, 
perhaps around $13 billion a year, during 
the remainder of 1950. This would reflect 
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TAXPAYERS LEAGUE 





High taxes mean high prices 


an anticipated drop in personal income, 
swollen during the first quarter by refunds 
paid on veterans’ insurance. 


¢ ¢ ¢ 


Bank’s Tax Campaign 


To portray forcibly the effect of high 
taxes on the American standard of living, 
the Peoples First National Bank & Trust 
Company, Pittsburgh, recently installed 
in the lobbies of its 16 offices bulletin 
boards showing the retail prices of com- 
monly used merchandise and indicating 
what proportion of the prices paid repre- 
sented taxes. 


One example pointed out that a loaf of 
bread, retailing at 15 cents, was actually 
valued only at 10 cents, the other 5 cents 
going for taxes. 

The posters, which are changed weekly, 
were originated by Robert C. Downie, 
president of the bank, and chairman of the 
Hoover Commission Report for Western 
Pennsylvania. Edited by the Citizens- 
Taxpayers League, the posters are accom- 
panied by freely distributed folders which 
call attention to present high taxation. 

For several months the Peoples First 
National Bank has also sponsored the 
weekly broadcast of “Americans, Speak 
Up!,” a public service program produced 
by American’s Future, Incorporated, a non- 
profit organization. 

Mr. Downie, who recently completed a 
radio broadcast entitled, “U. S. Debt 
Perils Your Freedom,” is devoting a large 
share of his time to speaking about taxes 
and the high cost of living. 


° ° ° 


Business Loan Plan 


While Congress has received Administra- 
tion proposals for making loans and capital 
investments more readily available to small 
business (see page 39), individual banks 
continue to take the initiative in broaden- 
ing their lending facilities for these modest- 
sized entrepreneurs. 

Thus The National City Bank of New 
York has announced a ““Monthly-Payment 
Business Loan Service,” under which it 
will give special attention to capital loans 
for small business in New York City, in 





$1,000 to 10,000 Useful Loans 
to Help Small Business 
Grow Bigger 
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THE NATIONAL CITY BANK OF NEW YORK 





Practical small business aid 


amounts up to $10,000 and for terms up to 
36 months, or in special instances up to 
60 months. Loans will be repaid through 
monthly payments, and will be made at a 
rate of discount equivalent to interest on 
unpaid principal balances of 6.36 per cent 
per annum. 

The new service is really an extension of 
the bank’s program for making business 
loans to former servicemen under the pro- 
visions of the G. I. Bill. This is now being 
amplified to include non-veterans. 
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347 Madison Avenue - - 


HARRY ROSS 





AUTO FINANCE INSURANCE 





Written through your own 


Agent or Broker 





IN SUBSTANTIAL STOCK INSURANCE COMPANIES 


New York City 17 
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whe National City the choice 


of so many Correspondents? 


The list of National City Correspondent banks is long and impresstve—a good 
testimonial to the value of National City services. But equally impressive are the 
reasons why these banks chose National City as their New York correspondent. 


Some will say “Foreign Services.” Naturally, be- 
cause National City has more overseas branches than 


all other American banks together. 


Others will cite the speed and accuracy of collections 
and routine services in New York. Very important. 


Or, the credit information that National City gives 
and its help and counsel in the management of 
Correspondents’ Investment Portfolios and in other 
banking problems. 


THE NATIONAL CITY 


And many will mention personal and intangible 
ways in which a friendly connection in New York is 
of assistance to bankers all over the country. That is 
important, too. 


In each case, National City service is the reason for 
naming and keeping National City as New York 
correspondent. 


We consider that our finest recommendation... and 
we invite you to consult us. 


BANK OF NEW YORK 


Head Office: 55 Wall Street, New York 


67 Branches throughout Greater New York 


Member Federal Deposit Insurance Corporation 


Hirst in World Wide Banking 
AIAN 


52 OVERSEAS BRANCHES 


ARGENTINA CANAL ZONE CUBA 


ENGLAND 


INDIA PHILIPPINES REP. OF 
Buenos Aires Balboa Havana London Bombay Manila PANAMA 
—— Mésre Cristobal 402 Presidente Zayas 87 Old Broad St. Pe Juan Luna Panama 
Plasa Once CHILE Cuatro Caminos ‘W est End Tokyo c Port Area 
Rosario Santiago Galiano ree, Osaka yan d Field SINGAPORE 
BRAZIL Valparaiso La Lonja FRANCE Yokohama Singapore 
Rio de Janeiro a ee Caibarien Paris — City PUERTO RICO URUGUAY 
Porto Alegre —— Cardenas (International Bank- 19 Avenida San Juan P 
Recife COLOMBIA ‘ ing Corporation) Lsabel la Catélica Arecibo Montevideo 
(Pernambuco) Bogota Meemanite Republica eee 
Santos Barranquilla Matanzas HONG KONG PERU samen VENEZUELA 
Sao Paulo Medellin Santiago Hong Kong Lima Ponce Caracas 
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BANKING NEWS 








Competition for Savings 


What effect will the broadening of social 
security and other provisions for old age, 
unemployment and sickness have on sav- 
ings? What about open-end investment 
trusts, the purchase of equities as a hedge 
against inflation and other competition? 

The answers to these questions were 
given by Dr. Marcus Nadler last month 
at the 30th Annual Conference of the Na- 
tional Association of Mutual Savings. An 
analysis of the fears expressed in them 
indicate that they are not based on fact, 
Dr. Nadler told the 900 delegates. 


Fears are groundless. So long as the 
savings banks provide assurance that funds 
lodged with them are safe and freely avail- 
able and can be converted into cash whenever 
the depositor needs it, and so long as they 
offer a modest return on savings, there is 
no danger that their activities will decline 
because of competition, said Dr. Nadler. 
Although social security will broaden and 
cover many more millions of employees and 
self-employed people, he continued, it may 
be expected that savings will continue to 
expand. 


The effect of inflation on savings habits 
has also been exaggerated, Dr. Nadler 
said, for while there are inherent inflation- 
ary forces operating in the economy, there 
are also deflationary forces at work and, 
barring major catastrophes such as war, 
the chances are that from now on the 
increase in commodity prices and the cost 
of living will be slow. Dr. Nadler added 
that a decline in purchasing power of cur- 
rency does not necessarily adversely affect 
the savings habits of the people. 

Topics are broad. National leaders in 
the fields of housing, government and bank- 
ing, addressed the two-day conference. 

The problems discussed included the role 
of mutual savings banks in the national 
economy, government finances, the future 
of G. I. Loan portfolios and the opportuni- 
ties for expansion of lending on mortgages. 
Presiding at three of the four principal 








J. W. SANDSTEDT 


A. L. KELLEY 





Cc. G. FREESE R. H. BROWNELL 


New officers, National Association of Mutual Savings Banks 


sessions was Henry S. Kingman, outgoing 
president of the association and president 
of the Farmers & Mechanics Savings Bank 
at Minneapolis, Minnesota. 

President Kingman termed the late 40’s 
as the golden age of mutual savings bank- 
ing and urged the delegates to maintain 
their position as the strongest and safest 
reservoir for savings in their communities. 
He cited the growth of savings banks, 
reporting a gain in deposits of $980 million 
for the year ending in March compared to 
$683 million for the twelve months previ- 
ous. He also asked for policies of expanding 
service and the creation of additional 
mutual savings banks. 

William H. Neal, senior vice-president, 
Wachovia Bank & Trust Company, Win- 
ston-Salem, North Carolina, predicted the 
hardest kind of competition for savings 
banks in the days ahead, adding that both 
savings and commercial banks will have to 
resell the American people on the principles 
of thrift. 

The G. I. guarantee was only a con- 
tributing factor to inflation in home build- 


[Corn Exchange’s Home Show theme: “‘Select It— Buy It—Finance It”’ 
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ing prices, according to T. Bertram King, 
director, Loan Guaranty Service, Veterans 
Administration. He warned of another 
temporary inflation following the recent 
increase in the loan guarantee. 


Economy urged. Taxation and deficit 
spending are destructive liabilities on the 
American balance sheet, warned Dr. George 
S. Benson, president, Harding College, 
Searcy, Arkansas. He called for an all-out 
fight against encroaching socialism, the 
expanding labor monopoly and the dis- 
couragement of the thrift habit. 

One of the highlights of the Conference 
was the address by James A. Farley, 
former Postmaster General, at the banquet 
session. Speaking on “Economy in Gov- 
ernment,” he discussed the essentials of 
the Hoover Report and urged that the cost 
of Government be checked before it absorbs 
the major portion of the earnings and sav- 
ings of the nation. 

A symposium on “Opportunities for 
Expansion of Mortgage Lending by Mutual 
Savings Banks” was presented at the final 
session, with Robert M. Morgan, vice- 
president, Boston Five Cent Savings Bank, 
presiding. 

New officers. Newly-elected president 
of the Association was A. Livingston 
Kelley, president, Providence Institution 
for Savings, Rhode Island. Other officers 
elected were: Carl G. Freese, president and 
treasurer, Connecticut Savings Bank, New 
Haven, Connecticut, vice-president; Ran- 
dolph H. Brownell, president, Union Square 
Savings Bank, New York, treasurer; and 
John W. Sandstedt, executive secretary, 
New York. Mr. Sandstedt received special 
honor in recognition of his 30 years service 
with the organization. 
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Home Show Exhibit 


' Taking advantage of the promotional 
opportunities available at the Home Show 
held recently at the Philadelphia Commer- 
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cial Museum, the Corn Exchange National 
Bank and Trust Company, Philadelphia, 
established a booth which stressed the 





theme: “Select It—Buy It—Finance It.” 

An attendant at the booth distributed 
folders describing the bank’s services along 
with the invitation: ‘On all sides you see 
displayed the latest and most desirable 
household equipment, home appliances, oil 
or gas; heating units—complete home 
modernization. The Corn Exchange can 
help you own the things you want and 
need.” 

The display, a colorful three-section 
back drop featuring, a large plexiglass sign 
mounted on @ natural finished, ribbed wood 
background, was engraved in gold with 
the bank’s logotype. 

Entertainment features included a large 
ear of corn suspended in a fish bowl. 
Visitors were invited to test their skill at 
counting the kernels. Each person count- 
ing correctly received a five dollar savings 
account. 


Special Farm Loan Plan 


A “‘Double-Diminishing” farm loan plan 
designed to benefit the borrower by en- 
abling him to obtain an above-normal loan 
on his farm, yet protecting the lender 
through an unusual pay-out arrangement, 
has been introduced by The Equitable Life 
Assurance Society of the United States. 

For loans above its standard ratios, 
which vary from 40 to 60 per cent of 
valuation depending upon the farm classi- 



































Serr how this modern plan works on 
a 25 year loan payable in annual in- 
stalments of 444% interest and 444% 
of unpaid. principal balance. 
Payments on a $10,000 loan 
Annual | Applied on Principal 
Yeor instalment Balance 
Interest Principal 
1 $900.00 $450.00 $450.00 $9,550.00 
2 859.50 429.75 429.75 9,120.25 
es 820.82 410.41 410.41 8,709.84 
4 783.88 391.94 391.94 8,317.90 
5 748.62 374.31 374,31 7,943.59 
6 714.92 357.46 357.46 7,586.13 
7 682.76 341.38 341.38 "7,244.75 - 
3 652.02 326.01 326.01 6,918.74 
9 622.68 311.34 311,34~ + 6,607.40 
10 594.66 297.33 297.33 6,310.07 
" 567.90 283.95 283,95 “4s 6,026.12 
12 542.36 21.48 271.38 5,754.94 
13 |e. 517.94 258.97 258.97 5,495.97 
4 494.64 247.32 247.32 5,248.65 
15 472.38 236.19 236.19 5,012.46 
16 451.12 225.56 225.56 4,786.90 
17 215.41 215.41 4,786.90 
18 215.41 215.41 4,786.90 
19 215.41 215.41 2 4,786.90 
20 215.41 215.41 ge . 4,786.90 
21 215.41 | 215.41 + 3 4,786.90 
22 215.41 | 215.41 este 4,786.90 
z a a€ ¥ 
23 215.41 215.41 | 4,786.90 
24 215.41 215.41 | 4,786.90 
25 5,002.31 215.41 4,786.90 0 








Eguttable Leads Again With “This New Farm Loan... 
DOUBLE -DIMINISHING! 


Your loan is 50% paid off in 16 years. 
Semi-annual and quarterly payments 
also are available. Note these special 
features: 


Q) Tnstalments are Double-Diminishing — both in- 
terest and principal payments are reduced every 
time you make a regular or extra payment. 


After your loan is reduced to 50% of the original 
amount, no further principal payments are re- 
quired until maturity of your loan. 


You can pay off any amount at any time from 
farm income—the famous Farm Income Privilege. 


The Equitable’s Prepayment Reserve to help tide 
you over lean years is written into your note. 
Using this reserve you can allow your loan prin- 
cipal to build back to what it would have been 
if you had made no extra payments. 


Finally, should you die, no principal payments 
will be required in the year following your 
death. Furthermore, proceeds of any life policy 
of the Equitable Society assigned as collateral 
security will be accepted at any time. 


For the newest and best in farm loans 
deal with the leader in the field — 


THE EQUITABLE LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 





Equitable’s loan plan calls for heavy initial amortization 








Electric eyes, we mean . . . and what 
they have and are welcome to keep... 
is the laborious job of counting checks. 
Those little pocket checks bound in 
fillers or books which you buy have to 
be counted, you know, and this used to 
be a. manual operation which at best 
was costly and time consuming. 


Now, as we perforate the sheets of 
checks, they pass over an electric 
eye and each sheet, as it breaks the 
light beam, creates an impulse which 
is registered in the electronic control 
box and, simultaneously with each 
twenty-fifth such impulse, a fly sheet 
is automatically fed into the jogger, 
thus 


providing accurate separations 
for the young woman who does the 
stitching. 





THE EYES HAVE IT 


















We can throw a fly sheet in wherever 
we want and make the separation from 
al tol ratio toa 1 to 400 ratio... so 
no more hand counting for us. This fly 
sheet we speak of not only eliminates 
counting and keeps the last check nice 
and clean, but it also provides space to 
advertise Personalized Checks, thus re- 
ducing the “give away” check expense 
of banks. So the machine saves money 
not only for us but for our customers. 
Quite a gadget! 


Of course, we would not be successfully 
employing electric eyes in our business if 
we did not employ people with eyes that 
could recognize the significance of ‘such 
technological development. Whether 
they are human or electric, it is the “eyes 
thatsee” that keep us abreast of the times. 
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CHECK PRINTERS 
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Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 









fication, Equitable wanted a plan calling 
for heavy initial amortization which would 
soon reduce the risk to normal. 

One way of achieving this objective 
would be to negotiate special principal 
payments for the first one, two or three 
years, but it is sometimes difficult to sell 
this idea to a borrower, perhaps because it 
is “‘special.”” Another solution would be to 
specify a shorter term amortized loan in 
order to obtain the heavier amortization, 
but this has the effect of continuing the 
larger payments beyond what is required 
for safety, and where constant payment 
plans are used the principal payments 
actually increase as the need for them 
decreases. 


Equals interest. The Double-Diminish- 
ing loan plan calls for regular principal and 
interest payments as in ordinary amortiza- 
tion, but the amount of each is based on a 
fixed percentage of the unpaid balance of 
the loan. The amortization will always 
equal interest. Thus on a 4 per cent inter- 
est rate the amortization will be 4 per cent 
of the unpaid balance of an annual pay- 
ment loan, or 2 per cent of a semiannual 
loan, and 1 per cent of a quarterly pay- 
ment loan. Monthly payment loans will 
not be available. 


As a result of this type of payment 
schedule there is a gradual decrease in the 
principal as well as the interest portion of 
each installment, which gives rise to the 
name, Double-Diminishing. A loan made 
about 10 per cent higher than conventional 
Society standards, e. g., 66 per cent on a 
top-ranking “A” farm, is reduced under 
a A per.cent Double-Diminishing schedule 
to a standard 60 per cent loan in about 
two years. 


Other features. After a loan is reduced 
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to 50 per cent of the original amount no 
further principal payments are required 
until maturity. This means that a bor- 
rower making only the required payments 
on a 25-year loan has 8 years to take care 
of the unpaid balance as he sees fit. If he 
makes any prepayments during the early 
years, he has an even longer period where 
no principal payments need be made, 4 

Another feature of this new plan is that 
in case of death, the proceeds of a life insur- 
ance policy will be accepted without 
restrictions should the borrower desire to 
cover all or part of the indebtedness with 
life insurance. Furthermore, deferment to 
maturity of any principal payments due 
during the first year following the death of 
a borrower will also be granted to aid his 
family in making the inevitable adjust- 
ments required under those circumstances. 

The company has made advertising leaf- 
lets available to its offices throughout the 
country to help merchandise the new plan. 


+ ° + 


“Welcome To Chase” 


Titled ““Welcome To Chase,” the newly- 
revised employee manual of The Chase 
National Bank, New York City, exudes 


TO CHASE 








A cordial and friendly greeting 


cordiality and friendliness, beginning with 
a brief message from Percy J. Ebbott, 
president, in which he says: 

“Welcome to Chase! We are proud of 
our bank and the loyal men and women 
who have made it, over the years, a large 
and respected institution . . . We believe 
there are many good reasons why you soon 
wil! realize that this is a good place to 
Work: ca 

\Vritten in easy, conversational style, 
the booklet outlines some of the responsi- 
bilities and privileges of those employed 
at ihe bank, and answers many of the 
quistions that normally arise concerning 
the individual’s relationship with the bank. 

‘he manual is divided into four sections 
entitled, ‘Of Interest to You,” containing 
facis on salaries, working hours, vacations, 
tre ning, and leave of absence; “Of Benefit 
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oe STRAIGHT AS AN ARROW 
TO ANY SPOT IN CALIFORNIA 


With Bank of America as your California correspond- 
ent you are able to send your items for any of more 
than 300 communities direct to this Bank’s branches 
in those localities. 

One account with either the Los Angeles or San 
Francisco office of Bank of America makes this time- 


saving California-wide direct routing service available. 


of e 
Hank of America 
NATIONAL f2USTA82 ASSOCIATION 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 










seo ae Bank of America Travelers Cheques 
PonkeiAme" eet are known the world over. Sell 
them to your customers. 
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In US 
Dollars... 









Canadian Pacific 
Express Company 
United States Dollar 
Travellers Cheques...and 
Money Orders payable in United 








States Dollars...are redeemable 
at par by The National City Bank 
of New York, New York. 


Canadian Pacific 
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Ready for Emergencies 


In an emergency you will find at the Shawmut 
Bank both ability and exceptional willingness 
to carry out difficult or unusual assignments 
in the New England area. For over 114 years 
this bank of “Outstanding Strength” has pro- 
vided prompt results in handling transactions 
tor correspondent banks. 


The National 
Shawmut Bank 


40 Water Street, Boston 
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Member Federal Deposit Insurance Corporation 
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Branch office, Hamilton National Bank, Washington, D. C. 


Plate glass fronts are in vogue 
in new bank buildings 


> 


to You,” which cites the personal benefits 
in the bank’s retirement and insurance 
programs, hospital service, counsel for 
veterans, and Chase Bank Club activities; 
““Of Importance To You,” which discusses 
the important points to keep in mind, rules 
to observe, and the requirements and 
expectations of the bank; and, a brief 
history of The Chase National Bank. 

The liberal use of illustrations through- 
out the booklet sets the Chase manual 
apart from the usual, academic-styled 
format. 


SJ SJ ¢ 


All-Glass Fronts 


Floor-to-ceiling plate glass fronts are 
appearing in new bank buildings, following 
the practice of department and retail 
stores. 

The design and construction of the East 
Lake office of the Birmingham Trust Na- 
tional Bank strikes this new note in bank 
architecture in Birmingham, Alabama. 
The exterior of the building is of light buff 
brick with stone trim. The buff brick of 
the exterior is used for three interior walls. 
This, together with the solid glass front, 
accentuates the light green back wall and 
dark green terrazzo floor. Modern bank 
fixtures are finished in natural oak. The 
East Lake office includes two drive-in 
tellers’ windows and a large parking area 
located in the rear of the building. 


¢ 


The new quarters for the Hamilton 
National Bank’s branch at Pennsylvania 
Avenue and Twentieth Street in Washing- 
ton, D. C., also featuring a plate glass 
front, was designed for maximum operating 
efficiency as well as for functional layout. 

The new building, unconventional in 
design for bank architecture, has two large 
stone pillars spaced in front of the plate 
glass entrance which is cut in from the 
sidewalk on a bias. 

Counters and check desks are marble 
with sloping die-front construction. Dra- 
peries and customer lounge chairs help 
maintain an atmosphere of cordiality. 
The building is air conditioned. 


¢ ¢ o 


Out of the Ordinary 


A distinctly unusual teller cage arrange- 
ment is one of the outstanding features to 
be found in the new quarters of the Union 
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A FUND OF 
FAR EASTERN 
EXPERIENCE 


















to aid trade 


with Japan 


Both export and import trade with Japan are becoming 


increasingly important. To serve the needs of their cus- 





tomers engaged in this trade, Chase correspondents 


TOKYO BRANCH 
Marunouchi Building 


No. 2, 2-Chome, 
Fully staffed Chase branches, located in Tokyo and Chiyodaku 


have at their disposal our facilities and services both in 


the United States and in Japan. 


Osaka, the leading commercial centers of Japan, Tokyo, Japan 


offer complete banking services. In New York, avail- 
* 
able for consultation, are Chase officers who have spent 


much of their lives in the Orient. OSAKA BRANCH 

No. 2, Fushimi-machi, 

5-Chome, Higashi-ku, 
Osaka, Japan 


Many banks have found that Chase Commercial 
Letters of Credit are particularly helpful and valuable 


to their customers engaged in Far Eastern trade. 











The complete facilities of our Foreign Department 


are always available to Chase correspondent banks. 


THE CHASE NATIONAL BANK 


OF THE CITY OF NEW YORK 


Head Office: Pine Street corner of Nassau 


Member Federal Deposit Insurance Corporation 


Jun 1950 


13 




















In Australia 
and New Zealand | 





With of ove! 


total 
£275,000,000 and with over 
800 branches 


assets 





agencies 
throughout Australia, New Zea- 
land, Fiji, Papua and New | 
this .Bank is better 
equipped to facilitate trade with 
these countries than any other 
institution there. 


and 


Guinea, 


BANK OF 
NEW SOUTH WALES 


British & Foreign Department | 
Sydney, Australia. 




















VALLEY NATIONAL BANK &§ 


Prospecting in Arizona? 


If it’s facts and figures 
you’re looking for, our 
research department digs 
them up every day and will 
gladly furnish pertinent 
information on all phases of 
the Arizona economy. 


SERVING *74@ ARIZONA 


29 FRIENDLY CONVENIENT OFFICES 
Home Office — Phoenix, Arizona 


OOS C029 o 





MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Individual doors lead from tellers’ cages to bookkeeping room behind 





Deposits are dropped from cage chutes. . . 


Cage innovations at Union National Bank, Kansas City 


National Bank in Kansas City (Missouri). 

Behind each compact cage is an easy- 
swinging individual door, leading to the 
bookkeeping room immediately at the rear. 
The teller windows are in alphabetical 
sequence, and the bookkeeping machine 
sections are aligned in the same order, so 
that in each instance the account records 
are directly behind the proper cages. 
Signature and customer information card 
files are similarly aligned. Thus, in only a 
few steps, each teller can quickly ascertain 
the status of any account. 

Deposit chutes. Although there is no 
protective grille work at the cage openings, 
the glass fronting is of sufficient height and 
depth so that it is impossible for anyone 
on the customer side to reach anything of 
value. Thus no hazards are involved when 
the tellers leave their cage positions. 

Teller operations are further expedited 
by chutes placed in side partitions of the 
cages. The tellers drop deposits down these 
chutes to wire receptacles in the room be- 
low, occupied by the proof and transit 
departments. Here the deposits are proved 
and the “on us” checks are then forwarded 
to the bookkeeping room by means of a 
“dumb-waiter.” 

Other features. In erecting its new 
quarters the Union National razed an 
existing building, leaving only the original 
walls. In the basement it extended new 
outer walls under the sidewalk, and the 














to transit department below 


resulting space between the two walls is 
utilized for storage of bank supplies. 

Another extraordinary feature is a room 
which is reserved for the exclusive use of 
bank examiners. Air conditioned and 
equipped with a table and chairs, it is 
completely away from any noise or confu- 
sion. The examiners are said to be most 
appreciative of this unusual consideration. 

Tracy Wood, architectural engineer for 
the bank, designed the new quarters. 


. + + 
Filming “On Us’? Checks 
Where banks photograph ‘on us” 


checks, the most common practice is to 
photograph them after they have been 
posted. 

However, The First National Bank of 
Atlanta, Georgia, follows a policy of photo- 
graphing the “on us” checks paid by its 
tellers before these items go to the book- 
keepers. 

The reason for this is that filming is 
limited to cashed items, and does not in- 
clude “‘on us” checks received in deposits. 
Says Auditor C. S. Conklin, ‘““We believe 
it can be questioned whether the expense 
of filming all checks drawn ‘on us’ is just- 





fied. Under our proof system, we are able 
to determine who the depositor is on any 
which we pay with the possible exception 
of small even amounts such as $5.00 or 
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$1.00. Even in these cases we could 
prebably determine who depositors were 
by the process of elimination if it became 
necessary. 

“In the case of checks that are cashed 
over the counter, however, we are not able 
to determine positively for whom they 
were cashed. If the depositor should 
destroy the canceled checks which he had 
cashed and then claim that he had not 
cashed the item, or that it was not his 
item, we would have no evidence to sup- 
port our charge to his account if we didn’t 
keep a film record of these cashed checks. 

“When a bank cashes a check, it, in 
effect, purchases the item,” Mr. Conklin 
adds. ‘“‘In the case of a check drawn on 
ourselves, it is, in effect, paid at the time 
it is cashed. It is, therefore, particularly 
important that we have a record of these 
items. Photographing them before they 
are posted enables us to obtain a film 
record of the cashed checks before they are 
intermingled with the ‘on us’ checks re- 
ceived in deposits.” 
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Free Mat Service 


An advertising survey last fall disclosed 
that almost 50 per cent of the banks in 
Kentucky did not advertise in their local 
newspapers. Prominent among the rea- 
sons given were lack of time or experience 








This Bombe offer you 
CONVENIENCE 











In an easy way to save in a Savings Account. 
The important thing is that you save money 
regularly—a part of what you earn—so that 
you will have a reserve for emergency. 

For additional reserves we suggest the pur- 
chase of United States Savings Bonds—a safe, 
sure way to provide for part of a future home, 
the education of children or the funds for busi- 
ness venture. We issue Series “E” Savings 
Bonds which pay back $4 for every $3 you put 
in at maturity. 


It will pay to 
“KNOW YOUR BANK BETTER” 


BANK NAME 








One of a series 


() prepare promotion, and the expense of 
professional assistance. To provide these 
banks with a first-rate, inexpensive source 
advertisements, the Kentucky Bankers 
‘ssociation is co-operating with the Sav- 
“Ss Bond Division of the U. S. Treasury to 
er the state banks an adequate mat serv- 


lo date, banks in 35 counties have sub- 
ibed to this new series of eight profes- 
‘nally prepared advertisements which are 
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INSURANCE IN ACTION 


A digest of 
CLAIM No. C-47-315 

















Sales *0...Net Profit #137,000 


When fire gutted the building of this Pennsylvania store, 
operations (and income) suddenly ceased. During the 
twelve months needed to restore the building to use, sales 
and rents would have amounted to $850,000 and yielded 
a net profit of $137,000. Overhead that necessarily con- 
tinued during the shutdown mounted to $51,000. 


This would have added up to a staggering loss . . . except 
for the foresight of this firm. They had protected them- 
selves with Business Interruption Insurance. Because 
they had this insurance, in a sufficient amount, they col- 
lected both the continuing overhead charges and antici- 
pated net profits . . . a total of $188,000 . . . just as if the 
disaster had never occurred! 


How much income would your client stand to lose if fire or other 
insurable hazard forced a shutdown? It could be enough to endan- 
ger your loan! Worksheets prepared by the Hartford make it easy 
to find out... and to figure how much Business Interruption Insur- 
ance is needed to keep free of loss and protect your loan. Send 
coupon for free copies ...or see your Hartford agent or insurance 
broker. In more than 5000 communities you can locate your Hartford 
agent by calling Western Union and asking “Operator 25” for his 
name and address. 


HARTFORD ACCIDENT AND INDEMNITY COMPANY 


Please send free copies of work sheets for Business Interruption Insurance. 
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HARTFORD FIRE INSURANCE COMPANY 


HARTFORD LIVE STOCK INSURANCE COMPANY 
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FIRE INSURANCE COMPANY 


Hartford 15, Connecticut 
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First Security Bank of Utah, N. A., Salt Lake City 
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First National Bank, St. Petersburg, Florida 





ms 


S 








West Hartford branch, Hartford-Connecticut Trust Company 


Illustrating interesting new developments in bank drive-in facilities 


supplied, on request, at no cost to the 
banks. The art work, preparation of copy, 
and the mats themselves have been pro- 
vided by the Treasury Department. The 
only cost to banks is for the newspaper 
space. 

In addition to emphasizing a_ wide 
variety of bank services, the illustrated 
messages mention Series E Savings Bonds 
as a wise investment for people of all 
income groups. A bank service, sketched 
in clear pencil drawings, predominated in 
each ad. All copy stresses the bank service 
first, in addition to mentioning E Bonds. 


+ ° ° 


Built for Expansion 


Two noteworthy features mark the new 
First National Bank of Artesia, New 
Mexico. These are its provisions for expan- 
sion and a specially designed workroom. 


Since the bank is located in a prosperous 
oil refining center, the building was con- 
structed to allow for a 250 per cent expan- 
sion. The foundation has been designed 
for a five-story building, and a complete 
concrete floor was poured over the ceiling 
of the one-story structure so that the 
second story could be added without 
disrupting business. 


The workroom, completely air condi- 
tioned, runs parallel to and directly behind 
the tellers’ cages. Work flows from the 
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tellers to the room through three fire and 
burglar-proof doors throughout the day. 
Combination locks on the doors permit the 
employees to leave their work at their 
desks at the end of the day, ready for 
prompt attention the following morning, 
thus saving approximately two hours a day 
in handling routine paper work. Only cash 
has to be taken to the vault. 
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Drive-In Annexes 


The adoption of drive-in customer serv- 
ice has led to a number of new develop- 


ments. One of these is the construction of 
smaller buildings or annexes to main bank 
buildings connected by overhead passage- 
ways or underground tunnels. 


One of the newest of these drive-in 
annexes is the West Hartford branch of 
the MHartford-Connecticut Trust Com- 
pany. The arch attaching the drive-in to 
the main structure is located at the foot of 
the driveway leading to the bank’s parking 
ramp at the rear of the building. Normal 
entrance and egress by the teller is made 
through an underground cement tunnel 
which connects the unit to the main build- 
ing. An emergency escape hatch is pro- 


New bank, planned for growth, has unusual workroom 
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HAT MAKES A CUSTOMER PREFER YOUR 
CHECKING ACCOUNT SERVICE? 





Your customers open checking accounts with you 
because your bank has won a reputation for good 
service. You have won this reputation by rendering 
efficiently and expertly all the services that a 
customer has the right to demand. It is a bank 

like yours, offering only the best in every 

service, which most enthusiastically promotes the 




















sale of American Express Travelers Cheques. 
For these travelers cheques give your customers 
the greatest assurance of complete satisfaction. 


AMERICAN EXPRESS TRAVELERS CHEQUES 


never let you or your customers down 





\. Known On Sight! Your customers will find 
American Express Travelers Cheques are the best 





known, the most widely accepted cheques in the 


world. They're easy to spend anywhere because 
yn of 


eas eR 








oe for 59 years American Express has vigorously 
age- promoted and advertised them. 
= : Help Available Everywhere! Your customers 
h of | never have to worry about being stranded if their 
“om- cheques are lost or stolen. They'll get quick 
a : | help wherever or whenever they need it. At home 
‘king and abroad, 161 conveniently located offices are 
= always ready to give assistance... or a quick refund. 
innel Real Confidence-Building Service! You 
pens can be confident your customers will receive the 
same excellent service you insist they get 
throughout your bank. So don’t take chances with 
your customers. Sell them American Express 
Travelers Cheques—they'll never let you ~ 
or your customers down! 





< AMERICAN EXPRESS 


TRAVELERS CHEQUES 


MOST WIDELY ACCEPTED CHEQUES IN THE WORLD! 
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vided as an added safety measure. 














The unit is constructed of brick, bullet- 
proof steel and glass, and is scientifically 
heated and ventilated. The doors of the 
deposit unit and package receiver are con- 
trolled by the teller and are interlocked so 
that the two doors of each unit cannot be 
opened simultaneously. 
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The distinctive feature of the Citizens 
National Bank’s new -drive-in annex in 
Maplewood, Missouri, is that the drive-in, 
a two-story addition adjacent to the rear 




















CULTURE 4 MISPORTUNE RETIREMENT —~- PEACE OF MIND + 








of the parent bank, is linked with the Statement stuffers feature life-span of average depositor 


bank’s regular quarters by means of an 








Use This Extra Resewe -becount 
\id 


Through the ages insurance and banking have 
worked side by side. Insurance has gained an in- 
timate knowledge of the protection needs of banking. 
Bankers draw on this knowledge. Are you using this 
account? You incur no obligation by referring 
your property insurance problems to 
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THE PHOENIX-CONNECTICUT GROUP 
OF FIRE INSURANCE COMPANIES, HARTFORD, CONN. 





Combined Statement December 31, 1949 


Assets = = = = = = = = = = «= $128,195,440 
Liabilities Ce ss. Se oe ee we he 63,268,050 
Surplus to policyholders - - - - - = = 64,569,075 
Losses paid to December 31, 1949 - - - = 462,311,853 



























...and Georgia shows a 
correspondent growth!!! 





: go Growth of The Fulton National Bank of Atlanta 
i. 60 during the past 40 years reflects the march of in- 
i. 4o dustrial expansion to Aflanta and the Southeast. | 
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The rapid expansion of Atlanta and the south- be made, use the ‘Friendly Fulton.” Regional 
east requires up-to-the-minute information. To information is readily available through our 
get ALL the facts, in addition to prompt and dependable correspondent bank contacts. Let 
dependable counsel upon which decisions can us help you. 
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overhead passageway, crossing a private 
warehouse. Without the passageway, the 
drive-in would have been classified as a 
separate bank, thus conflicting with branch 
bank regulations. 

The unit houses two drive-in windows 
and quarters for the bookkeeping depart- 
ment on the ground floor. The second floor 
contains a directors’ room, employees’ 
lounge and kitchen. A radiant heating 
system was installed in the driveway to 
eliminate snow and ice during the winter 
months. The bank now plans to speed up 
communications between the two units by 
installing a pneumatic tube system. 


S 


The First National Bank in St. Peters- 
burg, Florida, also was confronted with the 
problem of annexing its new drive-in unit 
to the main bank building. In this case, a 
public alley prevented the bank from con- 
verting the main building and the auto 
facility into a single integral unit. 

As a solution, an overhead corridor, 
80 feet long, was constructed to join the 
two buildings. This passageway, bridging 
the alley, leads directly to the second floor 
of the auto facility, which is used for stor- 
ing microfilm, records and supplies. Access 
to the two tellers’ cages for automobile 
customers is at the street level. 

The unusual, double-laned drive-in, 
directly beneath the second floor, is a 
colorful departure from the more conserva- 
tive office structures of the city. The 
second floor walls are of cement brick, faced 
with terra cotta tinted stucco. A decora- 
tive design of glass brick admits daylight 
to the interior. Red silhouette cut-out 
letters identify the bank. The exterior of 
the tellers’ cages are hard-burned, red clay 
Roman brick. Lavish plantings surround- 
ing the building produce a_ luxuriant, 
tropical effect. 

+ 


Practically all the features presently 
required in drive-in banking can be found 
in the ultra-modernistic auto bank of the 
First Security Bank of Utah, N. A., Salt 
Lake City. The 24-foot, oblong structure 
was constructed primarily to attract and 
adequately service bank customers driving 
in from two of the city’s most important 
arterial highways. 

Two complete units, one on either side 
of the structure, are provided to assure 4 
fast flow of automobiles. In addition to 
the drive-up windows, a walk-up window 
has been installed at the end of the struc- 
ture for patrons who wish to park their 
automobiles in the 20-car parking lot and 
walk up to the auto bank to make deposits 
or transact other banking business. 
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A two-way electronic speaker, especially 
designed to screen out traffic noises, pro- ® e 
vides complete privacy for the customer. " 
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Statement Inserts 

A new series of statement inserts based 
on the various stages in the life-span of A t 
the average depositor has been distributed re cus omers 
by the Harvard Trust Company, with : 
offices located in Arlington, Belmont and 


* * 
ean. ooo ta number and d Oo ‘ n = b bi Si n ess 


excellently illustrated, are chronologically 
i CANA OA... ; 





titled: “Youth, Manhood, Matrimony, 
+ Culture, Misfortune, Retirement, and 
ate —} Peace of Mind.” The illustration on the 









the — cover of each enclosure is in a different 
> & — color, and sets the theme for the brief story 
ich ff on the two inside pages. 

A short advertisement follows each oe 
WS f story, promoting a different service or , tie 
art- |} department: savings, commercial, real 


oor f estate, foreign, vault, agency service and 
res trust. 
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to ff 
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up | A Practical Gift 
by ff Officials of the Auburn State Bank, 
Auburn, Nebraska, are doing something 
more practical than merely endorsing the 
ars. | %0il conservation program. They have Canadians are currently buying nearly two 
‘he launched a program to increase the interest - 
nit © ——— County farmers in commercial billion dollars worth of goods from the 
e, & Five hundred five-pound bags of fertilizer United States ever ear. Here. surely. is a 
pe are being given away at the bank. The yy ; ¥ y> 
of samples furnished enough fertilizer to market which some of your customers would 
7 spread over a thousand square feet, or one- . 
a fortieth of an acre, if used at the rate of like to know more about. 
sing 
loor . 
me If you have customers who could use specific, 
cess . . . . . 
bile practical information on markets, industrial 
vile sites, industrial development, or any other 
sa . . . 
val phase of Canadian business, write fully to: 
The ° 
aa Foreign Department, The Bank of Nova 
ora- 7 
ight Scotia, Toronto, Canada. 
-out 
rof ff 
clay ff With over 350 branches in Canada and 
ind- 
ant, abroad, The Bank of Nova Scotia can give 
) Promoting soil conservation . . 
on-the-spot service right across the country. | 
ntly 
und | ‘two hundred pounds an acre. Directions 
the J} Were handed out with each bag of fertilizer. 
Salt fF The farmers are being asked to watch 
ture | their plots carefully, and to report the 
and results in the summer or early fall. ; HE BANK OF NO VA SCO i IA 
ving he idea for the program was conceived 
tant by Virgil Warren, cashier and executive ills oat ' “ ‘li list f 
Vice-president of the bank. He felt as : = ee SS oe eee eee er ee 
side ol!her bank officers in the area that farmers General Office: Toronto, Canada Monthly Review ove thoughtful discussion 
iy niist conserve their soil in order to prosper, In New York: 49 Wall Street of domestic and world-wide economic devel- 
_- aid that it was a risk to loan money long opments from a Canadian point of view. 
dow {crm to farmers who did not practice soil 
ruc- conservation. The free samples of com- 
heir i. rcelal fertilizer gave farmers a chance to 
and it out on their own farms, at their own SD-2 
posits venience, and under their own local 
\ nditions. € 9 
ouse Jme, 1950 19 











Bank Kiddie Korner 


A bank-customer relations problem was 
presumably solved recently by the Fidelity 
Union Trust Company of Newark, Irving- 
ton, New Jersey, with the installation of a 


sters could entertain themselves while the 
family banking was being transacted. 
The Kiddie Korner is a small fenced-in 


area in the corner of the bank lobby where 
toddlers can be left unwatched without the 


Kiddie Korner in the lobby, where young- fear of upset inkwells, dumped waste- 





Keep in touch With 


CANADA 


through us 






Foreign trade is Canada’s 
business, and Canada's business 
is our business. 


This Bank has 213 Branches 
throughout Canada. These are 
constantly in touch with 

market conditions in their 
areas. Their knowledge is intimate 
and up-to-date. 


Keep in touch with Canada 
through us. Just write or call the 
British and Foreign Department, 
Imperial Bank of Canada, 
Head Office, Toronto, Ontario. 


IMPERIAL BANK 


% OF CANADA 
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Limited 


Sixty Branches in South and 


Central America 


Nine Branches in England, 


France, Portugal and Spain 


Eighty -Cight Years in Latin America 





HEAD OFFICE: 
London, England 


New York Agency: 34 Wall Street 























paper baskets, or engaging in other is. 
tracting activities. Toys and playthi igs 
were placed in the enclosure to amuse the 
children while the parents waited at the 
windows. 

The Korner created a problem of its © vn, 
however. Youngsters caught their fin <ers 
in the gate, so the gate was removed. “he 
gateway then became an open invita ion 
to leave the enclosure. Finally, the s»lu- 
tion was sought by démocratic process, 
By means of a humorously _illustrited 


pen) 
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Lobby playpen boon to mothers 


ballot, mothers were given an opportunity 
to vote their preference. As a result, the 
gate was put back on and nailed shut. 

Now the only problem remaining is: 
how to keep the youngsters from climbing 
over the fence. 


Good Neighbors 


The Manufacturers Bank and Trust 
Company, St. Louis, Missouri, is saluting 
one of its neighbors, the Monsanto Chemi- 
cal Company, in the first of a series of lobby 
displays designed to show the diversity 
and stability of industry in the trust 
company’s own immediate neighborhood. 

The Monsanto display consists of lighted, 
three-dimensionsal exhibit panels which 
portray the size and scope of the firm as 
well as a number of its chemical and plastic 
products and their many uses. 

Each display is scheduled for a_ two 
weeks’ showing. 


* ¢ ° 


Estate and Trust 
Forum Series 


The United States National Bank, Port- 
land, Oregon, conducted a series of eight 
estate and trust forums during the past 
year that attracted an attendance of around 
1,400 Oregon residents. 

The series, scheduled in various cities in 
Oregon, was planned by the bank’s trust 
department to acquaint the public with 
trust services. Personal letters of invit«tion 
were written by E. C. Sammons, president, 
to the bank stockholders, depositors, bo!- 
rowers, as well as business and professional 
people in the eight cities on the schedule. 
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A‘tendance ran from 30 per cent to 50 per 
cent of those invited. 

At each meeting, R. M. Alton, vice- 
president, explained the purpose of the 
meeting under the title of ““The Estate and 
Trust Forum.” The advantages of proper 
estate planning including the safeguarding 
of the family assets and the obtaining of 
legitimate tax economies then were dis- 
cussed by D. W. MacKay, trust officer, 
with the aid of charts. LeRoy B. Staver, 
trust officer, then outlined the procedures 
followed in administering an estate, and 
E. J. Overman, also a trust man, spoke on 
present-day conditions of trust invest- 
ments. 

Each meeting was followed by a buffet 
luncheon. The bank is continuing the 
forum program during 1950. 
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Peeps tor Pups, Too 


In the interest of good public relations, 
quite a number of business organizations 
have made special provision for “‘sidewalk 
superintendents” when erecting new quar- 
ters. 

Bank of America has even gone a couple 
of steps beyond this thoughtful gesture. 
It not only has a number of windows for 
adult “supervisors” of construction, in the 
neat boarding around its newest building 
project in Los Angeles, but has also pro- 
vided viewing stations for “‘small fry” and 

believe it or not—for “‘nosey pooches”’ 
so that even the dogs get a look-in. 

It all adds up to smiles and good will for 
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BUY NOW! 
"ad wow 
on 


{ sidewalk superintendent’s dream 


(he bank, during a time of temporary in- 
venience for the passers-by. 
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tnimated Window Displays 


In an attempt to achieve the point-of- 
urchase advertising results so successfully 
romoted by retail business, the Dollar 
avings Bank, New York City, combined 
‘umination, motion, a third dimension, 
id a touch of humor in a recent series of 
indow displays. 

In planning its display campaign, the 
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AMERICAN CREDIT 


ecompletes your customers’ programs 


of insurance protection 


epays them when their customers can’t 


OSSES CAUSED by business failures can be 
just as frequent and far more costly to 
your customers than those resulting from 
fire and other hazards. The question is not 
will Credit Losses wipe out profits ... but 
could Credit Losses wipe out profits. 


AMERICAN CREDIT 
guarantees 
accounts receivable . . . protects one of your 
valuable and 


And the answer is 
InsurRANCE. It payment of 


customer’s most most vul- 


nerable assets. 


Many Banks are advising their commer- 
insure their Accounts 
Receivable. Some Banks insist on this step 
before granting commercial loans. The bank 


cial depositors to 


may now be included as a named assured 


without charge. 


American Credit Insurance pays your 


OFFICES IN PRINCIPAL CITIES 
OF UNITED STATES AND CANADA 





customer when his customers can’t 


. enables him to get cash for past due accounts. 


Policies can be written to insure all, a selected 
group, or just one account. 


SEND FOR BOOK 

You will find our book “Why Safe Credits 
Need Protection’’ interesting, 
timely, helpful. To receive a 
copy promptly, just phone 
the American Credit office in 
your city or write AMERICAN 
Crepit InpEMNITY COMPANY 
or New York, Dept. 49, 
First National Bank Building, 
Baltimore 2, Maryland. 


PRESIDENT 


Why 
“Safe” 
Credits 


Need 
Protection 
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GUARANTEES PAYMENT OF ACCOUNTS RECEIVABLE 
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Animated display sells bank services, Dollar Savings Bank 


bank reasoned that, in a very definite sense, 
it was also a retailer—a retailer of banking 
services, and that point-of-purchase adver- 
tising should be of as much value to the 
bank as to any other retailer. Secondly, it 
felt that such displays would add to the 
general atmosphere of the bank, along with 
its modern banking quarters, air condition- 
ing, effective lighting and service by Muzak. 

Most of the bank window displays shown 
featured safe deposit boxes, banking by mail, 
saving accounts, mortgage loans, and sav- 
ings bank life insurance, while others were 
more institutional, stressing the number of 
people served, the convenience of the bank’s 
five offices, or simply listing all available 
services. In every case, the objective was 
to attract as much attention as possible. 


Although motion in the window initially 
drew the passers-by to the window, it was 
felt that the combination of motion and 
illumination was the most effective, and 
had the added advantage of being just as 
useful at night as it was during the day. 
The bank reports that the pulling power 
of the displays has been most satisfactory. 
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Housing Forum 


In a notably successful effort to stimu- 
late interest in home ownership in Kansas 
City, Missouri, the City Bond & Mortgage 
Company recently sponsored the _Home 
Planners’ Forum, a series of four dual 
meetings consisting of shop-talk afternoon 





sessions for a group of some 125 builders, 
contractors, and architects, and evening 
sessions open to the general public. 

The afternoon sessions were high'y 
technical and of definite professional valiie 
to the group. The same speakers, natioa- 
ally prominent authorities in the fields of 
home design, building and finance, also 
addressed the lay group in the evening, 
when no less than 1,500 men and women 
were in attendance at each of the four 
meetings. More than 1,800 people en- 
rolled for the program. 

Wide range of themes. The shop talks 
had four main themes, ‘“‘Industrialization 
of Building,” “Housing Research—a Co- 
ordinated Research Problem,” ‘What 
Happened to My Profits?’ and ‘‘What’s 
Ahead in Home Financing?” 

The subjects at the general sessions 
ranged from ‘‘Are Our Homes Fit To Live 
In?,” “You Can Build a Better House 
Now!” and “Current Fashions In Furnish- 
ings,” to “Home Grounds and the Com- 
munity” and “Not in a Hundred Years 
Has Home Financing Been So Easy!” 

Serge Chermayeff, president of the 
Institute of Design, Chicago, asked his 
audience to consider the house as a tool, 
similar to any other tool which man has 
devised to make himself healthier and 
happier. 

‘“‘Because the house has become a ma- 
chine for living, it is to the home owner’s 
advantage to purchase the machine which 
is best suited to his and his family’s needs,” 
he said. 

Victor Civkin, 


consultant architect, 
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In our files are many letters testifying 
to the outstanding services provided by 
our Correspondent Banking Depart- 
ment. 


However, here’s one, from the 


Keystone National Bank of Manheim, 
Pa., of which we're especially proud: 


“In connection with the block proof sys- 
tem which you installed for us I would like 

to say that I personally think it the greatest 
improvement in the internal operation of the 
bank since I am associated with it and I believe 
my colleagues here would echo that sentiment.” 


If you'd like the benefits of such service and 
advice, we'd be more than happy to serve you. 
..Write, wire or phone us about your particular problem. 
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summed up the American citizen’s reluc- 
tance to accept new trends in home building 
in these words: ‘“‘Tradition is playing you 
for a sucker.” In this connection Mr. 
Civkin referred slightingly of ‘“‘the little 
white house with green shutters, still 


} standing erect with its traditional charm 
| on a little lot with a picket fence in a 
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little town upon the hill.” 


Traditionalism defended. In direct 
contrast, Mr. Thompson, president of City 
Bond & Mortgage Company and nationally 
recognized as an authority on home 
financing, pointed out that the little white 
house with green shutters may be as out 
of date as the horse and buggy but that it 
still looks pretty good to the mortgage 
lender. 

Attendance increased as the meetings 
progressed, and before the end of the series 
a spontaneous demand was created for a 
second Home Planners’ Forum, which the 
company is now planning for next fall or 
spring. Even officials of competitive 
organizations were so impressed with the 
forum that they voluntarily wrote letters 
of congratulations. 

The forum was budgeted as a_ public 
relations program, and the only advertising 
at any of the meetings was the program 
itself which merely stated that the forum 
was being sponsored by the City Bond & 
Mortgage Company, an affiliate of the 
City National Bank and Trust Company. 

While the officers of the company feel 
that the forum has more than paid divi- 
dends in good will for the company, tangi- 
ble benefits were reported as well. The 
company’s switchboard operator reports 
that her board has literally been swamped 
with calls since the forum, and its loan 
interviewers indicate they have had double 
the number of loan inquiries. 
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Recent T-V Activity 


The Union Trust Company of Baltimore, 
Maryland, is currently using a new and 
different film feature in each of its one 
minute spot announcements, on three 
different television stations. 

Auto financing, checking accounts, per- 
sonal loans and bank loans, each comprise 
about 20 per cent of the total advertising. 
The remaining 20 per cent of the spots are 
devoted to the promotion of savings ac- 
counts, safe deposit boxes, travelers’ checks 
and trust department. 

The video opens with a map of Balti- 
more, spotlighting the 22 offices of the 
Union Trust Company, from the center of 
which the company’s bronze plaque zooms 
up to full screen. Then follows a live 
aclion sequence of approximately 38 sec- 
onds, then a picture of one of the 22 offices, 
with the plaque coming on again at the end. 


‘Ine of the pioneer sponsors of television 
programs in the west, The Citizens Na- 
tional Trust and Savings Bank of Los 
4eles, is inaugurating a new musical 
show called ‘‘Lucille Norman Sings.” 

‘larry E. Petersen, the bank’s advertis- 
inv manager, felt that entertainment would 
aiveal to prospective and present cus- 
tomers. The commercial messages pri- 
marily call attention to various services 
Ol ered by the bank. 
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How to meet a payroll 
(at a cost of $3.19) 
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Twenty-four hours before factory payday, another check-writing machine was 
needed fast. At 10 a.m. plant manager ordered one from supplier 400 miles away. 
He specified Air Express, the service regularly used to keep production rolling. 
26-lb. carton delivered same day at 2 P.M.—in time! Shipping cost only $3.19! 
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You get round-the-clock service with 
Air Express. Shipments go on all flights 
of the Scheduled Airlines. Air Express is 
service you can count on to keep your 
business rolling in high gear. 


Air Express gives you all these advantages 


World's fastest transportation method. 

Special door-to-door service at no extra cost. 

One-carrier responsibility all the way. 

1150 cities served direct by air; air-rail to 18,000 off-airline offices. 
Experienced Air Express has handled over 25 million shipments. 


Because of these advantages, regular use of Air Express pays. It’s your best air 
shipping buy. For fastest shipping action, phone Air Express Division, Railway 
Express Agency. (Many low commodity rates in effect. Investigate.) 


HIRUPKEDS 


GETS THERE FIRST 


$3.19 was total cost — and included 
door-to-door service! Air Express is the 
most convenient way for you to ship or 
receive—in addition to being the world’s 
fastest transportation method. 


Rates include pick-up and delivery door 
to door in all principal towns and cities 





A service of 
Railway Express Agency and the 


SCHEDULED AIRLINES of the U.S. 
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big Bank / 
At bi Bank geared for speed. 
How the Continental Illinois 
collects cash items—FAST! 
1 Mail is picked up as it reaches the post office just across Clark 
street, whatever the time — day and night. IN OTHER WORDS, 
2 Our seasoned proving staff processes cash items continuously coud oe fast and efficient sending 
through the night as soon as they are received — often saving of cash items is never wasted here— 
a full day of collection time. we take up where you leave off, with 
3 All out-of-town checks are microfilmed at the rate of thousands competent staff, modern facilities, 
an hour. If an occasional check is lost, a photographic copy and advanced techniques. . 


can be put through at once. TRY US! 


4 Air mail, air express, early trains and fast trains are used to con- 
vert every item into usable funds at the earliest possible moment. 


5 As forlocal checks—with the Clearing House just across La Salle 


street—we have utmost “leeway” for including last minute items. 





Continental Illinois National Bank | | 
and Trust Company of Chicago 


LOCK BOX H, CHICAGO 90, ILLINOIS 
Member Federal Deposit Insurance Corporation 





24 Burroughs Clearing House 
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Arthur Irwin, right, handles farm account plan, helps on farm management and other services 


EXTRA COUNTRY BANK INCOME 





How an agricultural department has become a distinct 


revenue asset. 


By 
K. J. McDONALD 


President, Iowa Trust and Savings Bank, 
Estherville, Iowa 


HAT we propose in the develop- 
ment of an agricultural depart- 
ment for a country bank is 
neither a missionary nor a pioneering 
program. We think, instead, that the 
program should be a practical one, 
{vat the department should be an 
‘estment, not an expense, and that 
should be so conducted as to become 
-supporting and profitable. 
Undoubtedly there is a trace of our 
ottish ancestry in the type of pro- 
im we have suggested in our talks 
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Located in Northwestern Iowa 


through its unusually broad program 


before banking groups and in the type 
of program we have developed for our 
own bank. We favor, and have de- 
veloped, a profitable agricultural de- 





THE COVER PICTURE 


Left to right: Kenneth Kautz, man- 
ager of agricultural department, 
with Mr. McDonald and tenant of 
a farm under management service 





partment. Last year, by way of an 
example of our operation, the income 
produced from three services alone — 
farm management, farm accounting 
and income tax work —exceeded the 
entire expense of the department. 


25 








Our first step in establishing our 
program was taken in 1938, when we 
assigned one of our officers to partial 
outside work. Then, in 1941, at a 
time when our deposits were less than 
$1 million, compared to our present 
$4 million, we employed a full-time 
farm department manager. In the 
time he was with us, before leaving for 
war service in October, 1942, we made 
good progress in establishing the de- 
partment. Though we did not replace 
him during the war, we continued our 
farm department activities. In 1943, 
we offered our farm customers a farm 
accounting plan and the same year 
provided an income tax service. 
Following the war, our former man- 
ager took over the management of a 
large farm operation near Estherville 
and in March, 1946, we employed our 
present manager, Kenneth Kautz. 
Then, in 1947, we inaugurated what is 
the newest and probably the most 
interesting part of our program, our 
farm management service. This is 
now in its third full year of operation. 
Farm management, we believe, can 
be to country banking what trust busi- 
ness is to city banking. - It is a proper 
and logical function of the country 
bank and of the agricultural depart- 
ment. In our own case, we might 
note, we do not operate a trust depart- 
ment in spite of the fact that our name 
is the Iowa Trust and Savings Bank. 
Our farm management program, as 











Mr. McDonald’s bank is a $4-million institution 


we have developed it, represents a 
complete management service, as dis- 
tinguished from what might be termed 
a farm supervisory service. Our serv- 
ice includes such functions as the selec- 
tion of the tenant, the maintenance 
and improvement of the property, soil 
testing and control, crop planning, 
marketing, the handling of income and 
expense and the farm accounts, de- 
pending upon the requirements of the 
owner. Our objective, which is the 
same as the objective of good farm 


management generally, is to increase 
income for both the owner and tenant 
through improved farming practices. 

The first farming operation for 
which we took over the management 
consisted of three farms, totaling 
1,300 acres, owned by a corporation 
executive in Des Moines. Among 
others that have come to us for man- 


agement are: Two farms, totaling 
262 acres, that are held by _ the 
widow of an Estherville druggist. 


One farm of 165 acres owned by an 


Two of the records maintained in connection with the farm account service 

































































































































































TOTAL EXPENDITURES IN YEAR_1okQ FOR John Doe 
TOTAL INCOME IN YEAR 1949 FOR __Jobp Doe 
FAMILY AND PERSONAL EXPENDITURES BUSINESS EXPENDITURES -TaX DEDUCTIBLE 
O Number What Sold Cost Received Total Received O Family & pers expend.as listed..$.}927.3) 
LIVESa0CcK SALES Less food purchased 
= Purchased ..........668.-- -sseees e+ +0 850,00 
=e . $1082.65. ae hag si Machine hire-include trucking..__}55.17. 
Fersonal property repairs...... : 
nT dudeé¥utseséedqe ew fo Sl sl eR ee Reece 3250. 
_ ne. “om oa seaary Vane 76.50 Truck & tractor exnenses....... 482.9% 
rees - purchased ............ Auto expense...... 209.83 
> bh add pers. share of | : . 
Horses ~ raised .............+5 tel. & electricity 38-17 950.81 Less pers. share 52.45 157.38 
Sheep - purchased ............. Pers.share of Livestock expenses...........+s 150.00 
auto expenses...» __ 52.45 = ’ 
Sheep — raised .......-.sececee __- 263.80 ee SL EM Blect'ty & telephone._152.68 
Hogs - purchased............... Ins.- non-business Less pers. share ___38.17. — 124.51 
ee 213.62 Taxes Paid- Federal Income.... _ ohA 1h 
sae State income taxes......... —154.90. 
TOTAL FAMILY & PERSONAL EXPEND'S Sales Tax..-.+-eeeseeeseeee —31.20. 
$__8,koo.88 1164.43 Wine Winco cess aconcces ~~ 2kk 78 | 
. C. TAL PURC AND INVESTMENT 
Sh cubadabanbadedwidncss ergs veedadeckess _ beset “ Insurance paid - farm share..... 161.10. 
a WNDNE 80. cabs che cdcounatetebicdvcscsudiasee 215.25 Livestock end Poultry bought Interest paid -........sseceee 72.13 
: GF Basie ect ccescccesesccccectescoesesis a iitcccsuee 115.50 
Cattle... Cash Rent paid........eeereeees, = F © 
O * em Miscell exvense - Supplies..... — * 
oneer ape. ena * gg eC ee 29,05 
——— om, ES CER EE Ee 4.85 
SS Ee a a ia Sea 61.05 ebseie nt biveverps...rebs 4 purchased for hired hel 45.00 
lest Citcaraahes dies piéne doin eins ye igdet 268711 PE MPr sets sites... WU a 
SOE AE LEGON CS SITS Dre rma 112.09 Real estate repairs...-....06. 221.33 
MISCERLANEOUS INCOME Equipment bought p—___Farm A/C & Tax Work _ _29.50. 
Agricultural program payments .............. 
ericultural program payments .................. 2% .06 T Machine 357.00 legal —25.00. 
Se SID cowhbecestadedvddeccactscséseonccene 51.95. 2k 0 
Machine work for others ..............ccccecesecee En et iictninmmee 
SUE SOP GEG bo Sete ie cto bec tc ccecccdcesic 
Int 51.90 Total. ..ccecscesceesees Shho. 5) 
st — ee Contributions......secscssesece 120.00 
s Real estate Improvements Made . - 
TOTAL TAXABLE IVOOMB’..........:........0-. 9,327.29. TOTAL DEDUCTIBLE EXPENDITURES.. 5550.5] 
MONEY RECEIVED NOW-TAXABLE 
a ee Se Gas” PO eee Total deductible expenditures.. 5550.51 
errcese 3278.00 tments_k20% .57 
From loans and investments made - not rrofite —182.50__ Investments Made and Loans Repaid ee eet eee 
Loans repaid,.......sseeeseeres WA Racsciccescsee 9755.08 
O O Government bonds purchased..... Tot family & pers expenditures _1164 43 
——2.3..Lonn i ASL. ree. | 
TOTAL CAPITAL PURCHASES & INVEST hook 57 TOTAL ALL EXPENDITURES......... 20919.5)_ 


Burroughs Clearing Hou:e 











ne alae 








nee ecumaicis 
cpeneperneneemrens 














eiderly couple in southern Minnesota. 
Three farms totaling 450 acres owned 
by the widow of an Estherville attor- 
ney and farmer. Two farms totaling 
160 acres owned by a local dentist. 
One farm of 160 acres owned by a 
woman who also owns and operates a 
local lumber yard. 

Each year, we have had more farms 
to manage than the year before. In 
1949, for example, we had six farms 
totaling 1,953 acres. This year we 
are managing eleven farms with a total 
of 2,673 acres. Beyond that, we con- 
tinue to receive inquiries on this service 
and to see opportunities for its steady 
expansion. 

From experience, we have found that 
it is not advisable to take on too much 
additional management work in any 
one year. Considerable extra time is 
required in the first year’s handling of 
the average farm, particularly in the 
developing of a long-term program. 
We stress the long-term point because 
it is usually more practical to spread 
improvement programs over a period 
of years. 

For example, we worked out a five- 
year program for an 800 acre farm 





which was one of those owned by the 
Des Moines’ executive. This farm 
had been permitted to run down, 
showed signs of soil depletion, had 
some bad erosion spots, a bad weed 
situation and the buildings were in 
poor repair. The work of changing 
tenants, conducting soil tests, setting 
up a crop rotation plan, etc., took more 
of our time the first year than it has 
in succeeding years. 

One of the important factors in 
inaugurating our farm management 
service was the development of a com- 
plete set of forms. These provide for 
the necessary agreements, approvals, 
data, reports and so on. They include 
the management agreement, the tenant 
application, a farm plat, an expendi- 
tures approval, an insurance record 
and the various crop and income 
reports. The specific forms, which are 
illustrated below, not only supply 
the agricultural department with the 
necessary working tools but also en- 
able the department to keep the owner- 
customer fully informed at all times. 

In the rental arrangement we use 
two types of agreements, a crop share 
lease and a livestock share lease, the 





IT Pm Mgt #17 '50 


LIVESTOCK SHARE - FARM MANAGER'S REPORT FOR MONTH 


choice depending upon the nature of 
the farm. In either case, the division 
of income and the requirements of 
owner and tenant as to labor, equip- 
ment, livestock and operational ex- 
pense are established by contract. Since 
there is more management work in- 
volved with livestock farms, our 
charges are higher than for crop share 
farms. In view of this, there is a 
variation in our commission fees, the 
amounts ranging from 8 to 10 per cent 
of gross farm owner income. On some 
occasions, we require a minimum charge 
per acre or per farm. In total, these 
fees represent an important contribu- 
tion to the successful operation of the 
agricultural department. 

This is also true of the results of our 
farm account service which had been 
established several years earlier. This 
fits into our agricultural activities in 
two ways, as an income-producing 
service and as a valuable, continuing 
contact with our larger farm customers. 

At the outset, it had been our idea 
that the farm account service would 
have a special appeal for below-average 
farmers and that we would develop it 

See FARM SERVICES—Page 70 


Complete set of forms for the farm management service 
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eee WD FROM LAST MONTH 


Farm No.___ Owner Tenant 

R) 3 

EPORT TO OWNER AND TENANT TENANT OuNER 

ITEMS 'D PAID REC'D PAID EXPENSES jj INCOME 


Farm No. 





INSURANCE RECORD 
Tenant 


Sl 
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i Farm No.___Owner Tenant 


LVSTK SHARE - TENANT'S MONTHLY REPORT FOR MONTH ENDING 
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i BEGINNING AND ENDING INVENTORY 
4 





To 


REQUEST FOR APPROVAL OF EXPENDITURES Dated 


» Owner. Farm No. Tenant 








IT Fm Mgt #15 ‘50 


ADMINISTRATIVE COSTS - MILEAGE - TIME - OTHER Crop Year 








Request is respectfully made for approval of estimated expenditures as follows: 


| EST COST [ACTION BY OWNER | act cost 




















ITEM | expLanarron 
Parm No. Farm No jFarm No + 
9 Owner Owner Owner 
Tenant Tenant Tenant TT Fa Mgt #1 ‘50 PLAT 
DATE EXPLANATION MILES | TIME MILES |TIME |OTHER JMILES|TIME | OTHER 


Farm No. Owner: 





IT Fm Mgt #14-'50 CROP REPORT Dated 





Tenant: 





Legal Description: 








Mailed 








Parm No. Owner. Tenant 
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Acres | Crop | Report 





IOWA TRUST AGRICULTURAL DEP. 





IT Pm Mgt #11 '5O CROP CONDITION REPORT Dated 
Pu ___Owner. s Tenant 











ARTMENT 
Iowa Trust & Savings Bank, Estherville, Iows 


Gentlemen: I desire to rent a farm of about 


APPLICATION TO RENT OR OPERATE A FARM 


Dated 





2 
3 
acres and offer the following: 

















Management Agreement 


IOWA TRUST FARM MANAGEMENT SERVICE 





Pa ' 
IT Fm Mgt #10 ‘50 INCOME SUMMARY - CROP SHARE - YEAR = ath liad 
Farm No.___Owner Tenant ; 

te ncome “Good Farm 
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Perm No._____ Owner: Tenant : 


IT Fm Met #9 ‘50 REPORT TO OWNER OF ESTIMATED EXPENDITURES FOR CROP YEAR 





Bldg. Rep. 


Bsetherville, Iova 
$. 
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: Farm No. Owner. 


SEED AND FERTILIZER REQUIREMENT PLANS 


Tenant 








Gentlemen: 
FOR CROP YEAR 








fo mae bee 


Acres SEED 
Corn 


Owner's 
8 e |cost | cost |__REMARKS 


Iowa Trust Agricultural Department 
Iowa Trust & Savings Bank 


t is an » bot an expense.” 


Dated: ____._January 1, 1950. 


I wish to place my farm, described below, in your hands for farm management, you 
to assume full responsibility for the care thereof. 


1. DESCRIPTION: This farm, consisting of 320 acres, is.legally described as 













































































follows:____™A 
: pos 
IT Po Mgt. "50 FOURTH QUARTER INSPECTION REL Sennen 
<-atihetshte Section_J8 % hip 99 __ Range _ 33 -_—County__bmmet ___— State__ tows 
Parm No. Owner : Tenant: 2. ‘TENANT'S NAME: John Doe Address __ Estherville, lowa .__ 
f+ —_ eS _— ee 3. PRESENT AGENT: Rone Addreee 
i ¢ : A 
ij 4. FORM OF RENTAL: Cash; share__X _; Livestock share 
i | IT Pm Mgt. #6 ‘50 «THIRD QUARTER INSPECTION DATE Ee ! ——+ Crop i 
' . : 1,000.00 __; Total Value $ 62,000.00 __ 
‘ OS ee Tenant: 5. APPROXIMATE VALUATION: Buildings $ To lue $ 
i No DETAILS REMARKS . : About $_4250.00_ for 1948 ; and about $3100.00 __ for 19_49 
| j rm . : 6. INCOME: About $ O25 $ 
= P - 7. RENTAL AND MANAGEMENT: You are to have complete and undivided charge and super- 
° " SECOND QUARTER INSPECTION DATE vision of this property; supervise the tenant's farming operations; secure a new 
ae 6 tenant if and when necessary; collect and remit all rentals; and make such periodic 
Farm No. Owner : Tenant reports as shall keep the igned fully inf pertaining to said farm and 
: * farming operations. 
PETALS &. ‘TAXES AND INSURANCE: You are XxX requested to lock after payment of taxes and 
ly Small Grain Seeding insurance premiums. 
BR srevesrcomn 9. REPAIRS AND IMPROVEMENTS: No expenditures in excess of $_150-00 for repairs 
‘ and improvements shall be made or incurred without first obtaining written approval 
} IT Fm Met. #4 ‘SO FIRST QUARTER DATE thereof from the undersigned. 
* Farm No. Owner: Tenant 10. MANAGEMENT COST: I agree to pay you_lO% ¢ of the rental income for your manage- 
ment services. . 7 
E “REMARKS __ 
No ITEM. | DETAILS | 





1. Check Farm 








11. I will give you 60 days written notice in case of withdraval. 


GME - Richard Roe ~* 











What are the important provisions, and how 
will they affect mortgage financing ? 


low Lenders View The 


VEN HOUM 


HE growing American practice of 

buying shelter on a_ shoestring, 

bringing an unparalleled mortgage 
boom to banks and other mortgage 
lenders, is expected to become even 
more popular as a result of some liberal- 
izing provisions in the new housing 
legislation. 

As lenders study the provisions of 
the Housing Act of 1950, they are 
coming to realize that Franklin D. 
Richards, FHA Commissioner, was not 
exaggerating when he termed the 
changes the most sweeping ever made 
in the National Housing Act. They 
also have fresh evidence of how the 
government can dominate trends in 
the housing field, through its regula- 
tion of mortgage terms and rates. 

Certainly, the rather unanticipated 
cut in the FHA rate to 4% per cent 
amply illustrates how the housing 
authorities in one stroke can exert a 
far-reaching influence on all mortgage 
rales. 

An interesting example of how the 
government can affect trends through 
manipulation of terms is seen in the 


Representative types of housing affected by the new legislation, which ‘‘stacks the de 


Section 8, Title I, sets up a small homes program for outlying areas 





| \ 
A 
By 


HARRY V. OODLE 


Associate Editor 
Burroughs Clearing House 


way the “deck has been stacked”’ in 
favor of lower-priced housing, through 
Section 203 of FHA Title II. Not only 
are more liberal terms offered for 
homes costing under $10,000, but the 
same lever is to be used to give families 
with children a “break,” by encourag- 
ing construction of a larger number of 
three and four bedroom units in this 
price class. 

On new houses valued at not more 
than $7,000 (or up to $8,000 in “‘high- 
cost” areas to be designated), FHA 
will now insure up to 95 per cent of the 
value. Thus the purchaser of a $7,000 
home may pay down only $350, or less 
than the usual equity requirement on a 
new low-priced car. Moreover,’ the 
maximum term has been extended to 
30 years, reducing the monthly pay- 
ments. Previously, the buyer would 
have had to pay at least $700 down, 





Nt 


with 25 years for the balance. 

For new homes with three and four 
bedrooms, 95 per cent 30-year loans 
are authorized for homes valued at 
$8,000 and $9,000 respectively —and 
up to $9,000 and $10,000 in high-cost 
areas. This represents, of course, a 
$950 loan increase for each extra bed- 
room. Under the act, a four bedroom 
house in a high-cost area valued at 
$10,000 would require a $500 down 
payment, whereas previously such a 
house bought under FHA would have 
required a $1,300 down payment. 

However, if an individual should 
happen to eye an $11,000 house, he 
would find that his down payment 
requirements would now be _ higher 
than before. While FHA will insure 
95 per cent of the first $7,000 it has set 
a maximum of 70 per cent on the next 
$4,000, or a limit of $9,450. Previously 
FHA could insure 90 per cent of the 
first $7,000: and 80 per cent of the 
remainder. Consequently, the buyer 


will need an initial equity of $1,550 or 


$50 more than previously. The idea, 
of course, is to encourage demand and 


Title If eases terms for $7,000 houses, ups them for these medium-priced dwellit 
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Home-Mortgage Debt 
(One-to-Four-Family Nonfarm Mortgages) 
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How mortgage debt, due to the post-war housing spurt, has tripled in the past quarter century 


Newly legislated easier credit will give an added fillip to the unparalleled mortgage boom 


construction of less expensive houses. 

Houses in the $11,000 to $20,000 
bracket continue to be eligible for 
80 per cent FHA loans as before. 

Housing officials have not yet stipu- 
lated the areas to be designated as 
“high-cost”? under Section 203. This 
will be determined for individual areas 
after a study of local conditions, and 
field offices will be notified. 

In the new FHA provisions for 
rental housing, as in Section 203 for 
individual homes, there is a differenti- 
ation in terms in favor of lower-cost 
but larger units. Housing authorities 
have felt that too much of the con- 


vor of lower priced units and construction suitable for families with children 


struction has been of the luxury type 
necessitating high rentals, and gener- 
ally too small to be suitable for most 
families. 

The amended Section 207 of Title IT 
replaces the emergency rental insur- 
ance provisions of Section 608 which 
expired March 1, and is somewhat less 
liberal. An unusual feature is that the 
owner is now required to certify that 
he will not discriminate against fami- 
lies with children. The maximum 
mortgage is set at 90 per cent of the 
first $7,000 of appraised value per 
unit, and 60 per cent of the next 
$3,000, or $8,100 on a $10,000 unit. 


Rental housing provisions give the FHA broadened powers to assist co-operative groups 







However, to obtain maximum mort- 
gage loans, any such insured rental 
project with an estimated unit cost of 
more than $8,500 must have an aver- 
age size of not less than 414 rooms per 
family unit. The maximum term for 
Section 207 loans is 40 years. 

An additional $500,000,000 has been 
authorized for clearing up the backlog 


of ‘608’ applications filed before 
March 1. However, housing officials 


have indicated that there will be no 
rush in processing these applications, 
and that they are being screened for 
quality. Moreover, there is a suspi- 
See NEW HOUSING ACT—Page 73 __ 











A carefully planned program for assuring 


top grade future replacements 


at the senior level 





Solving a bank s 
MANPOWER PROBLEM 


By 
FRANK LOOMIS BEACH 


Vice-President, The United States Na- 
tional Bank of Portland, 
Portland 8, Oregon 


N the long run, it has been said, the 
right personnel is the answer to 
all banking problems. The right 
people will solve operating problems, 
credit problems, public relations prob- 
lems, and all else which a challenging 
future may have in store. 

Yes, but how can a generality be 
converted to the specific manpower 
decisions of today? How does a bank 
know what types it should hire from 
this year’s graduating class and how 
many, in order that replacements will 
be available as officers drop out, or 
retire, or growth brings need for 
a greater official staff? 

The United States National Bank, 
with a staff of 1,500 spread over 41 


offices, has been doing some long range 
looking at its future manpower needs, 
especially at the senior levels. It 
started with a detailed study of its 
present staff and what the experience 
of the preceding 10 years had to teach. 

To ascertain the need for branch 
managers and assistant branch man- 
agers, the bank studied the resignation 
rates for the ten years from 1938 on. 
Promotions to head office and expan- 
sion in the number of branches were 
other averages arrived at by much the 
same ten-year study of past experience. 
Estimation of the number of future 
deaths and retirements were obtained 
by taking the actual manager ages, 
projecting forward the retirement dates 
and applying insurance mortality 
tables. 

Combining all these factors, the 
answer appeared to be that six branch 
managers and ten assistant branch 
managers will be needed annually into 
the indefinite future. This prediction 

















RECRUITING PLAN 
PRAISED 


Dr. R. D. Tousley, Chairman of the 
Department of Business Administra- 
tion, School of Economics and Busi- 
ness, The State College of Washington 
at Pullman, Washington, comments 
as follows: 

“The United States National Bank’s 
senior trainee program has probably 
interested more of our business majors 
than any other business proposal sub- 
mitted this year. There is a certain 
natural interest in banking, but up 
until now students applying have been 
discouraged both by lack of definite- 
ness in the promotional possibilities 
and by low starting salaries. The 
United States National Bank’s salary 
scale, training procedures, and thought- 
out future planning have brought 
applications from some of the best men 
we have in the graduating class. If 
several more large banks would do the 
same, we could plan courses which 
would interest many high caliber men 
in a banking future.” 














For immediate requirements, the bank is recruiting college graduates, using the application form 


and mimeograph shown below. 


It also trains present employees for upgrading 





SENIOR TRAINEE PROGRAM 
NAME: 


APPLICATION POR ENROLLMENT IN THE UNITED STATES NATIONAL BANK'S 


AGE: 





HOME ADDRESS: 
MARITAL STATUS: 





DEPENDENTS : 





honorery groups) 


eddress of employer 
selery. 


4. Militery Bxperience: 





COLLEGE ADDRESS: 


end officers. 





1. Scholastic Record: (Give enough information to show your 
scholestic stending in the cless.) 


2. School Activities: (Athletics, offices held, freternal and 


3. Work Bxperience: (Give detes, nature of work, name and 
supervisor, and 
Perticuleriy, bring out pert-time 
work done during college.) 


5. High School Record: (Give all school activities es well as 
scholastic standing. 


Bank. 


officers. 





banking business. 
9 years and is still growing. 


wes founded in 18 : ; 


91. It now has 40 branches, 7 within the city 
limits of Portlend and 33 throughout the stete. 
bank in size in the United States. 
emong many stockholders, no one family or group controlling the 
The majority of the officers started in as messenger boys, 
without influence or financial holdings, and worked themselves 
up to their present positions. 
have steyed with the Bank during the lest 25 years have become 


ness Sappegierietion-of Baakige. 


thout it to finance inventories, advance money for 
production, cash pay checks, make collections and do the many 
other finenciel services necessary in a modern déconomy, business 
could operate only haltingly, and on ae much reduced scale. It 
is necessery to finance the automobile business just as it was 
once necessery to finence the cerriege business and as it will 
be necessery in the future to finance industries yet unthought 
of. The result is thet it is e steady business, without the 
ups end downs thet ere common to industries meking style goods 
or durable goods with chenging demend. 
nesses to certein types of people meke a real appesel; when they 
ere on the upswing there sre great chences to go eheed rapidly 
end meke lerge eernings. 
eernings of individuels connected with them may shrink materielly 
However, the excitement and opportunity and 
gemble in such businesses fits the temperement of many people, 
which is fortunate, es these businesses ere very necessary. 


or cease entirely. 


SENIOR TRAINEE PROGRAM 


The United States Nationel Bank of 


Replacement Need. 
Portland is anticipating that it will have a need over the next 
few years for a considerable number of assistant branch managers, 
branch managers, assistent department heads, department heads, 
Senior men who have been carrying the load during 
the wer years will be reaching an age where they will be re- 
tiring and, as the population grows and the industries of the 
state expand, there will be e corresponding expension in the 
The Bank has tripled its deposits in the lest 


The United Stetes Netioneal Bank 


It is the 3lst 
Its ownership is diversified 


Over one-third of the men who 


Banking is a necessary busi- 


The up and down busi- 


But when they ere on the downswing, 
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e s Work COLLEGE PROGRAM will enable 
r of high school to work their way 


States NaTIonat BANK : 
perience necessary to qualify 
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» now in their final yea' 
vous tn n the practical &x 


The UNITED 
. S * 
umber of young men ; 
h aa college and, at the same time, to gai 
emselves for careers in banking, 
The program is particular 
erson. 
sock habits, character, p' s merge 
aking world; who will profit by tone _ 
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men who have the intelligence, 
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The Work Program 
non : ation in the program will be 
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C. H. Winkel, chairman of the 
trainee selection board 


was made two years ago and the actual 
rate has been running even a little 
higher. 

Following through on this same 
type of actuarial studies, the count of 
jobs filled by males at the head office 
shows one hundred positions above 
the junior teller level and below the 
Officer grade. Twenty men a year are 
neeced for this group of senior and 
Sem i-senior jobs. 

‘ormerly there was a large pool of 
me" in proving department and book- 
kee sing work and in junior teller jobs, 
bu. i hese positions are now filled almost 
en' ely by women. The result is that 
Ser or positions are developing faster 
the) graduates from the orthodox 
hii -g at the messenger level are 
de" “loping. 

ie apparently logical answer would 


Ju-e, 1950 





be to hire more males into these junior 
positions. But post-war experience 
so far seems to indicate that this does 
not work, at least on the Pacific Coast. 
Not enough boys with the potentiali- 
ties to become bank officers are willing 
to stick through what to them seem 
long years. To a large extent, boys of 
this caliber are now going to college, 
and the college graduate today feels 
he must climb the financial brackets 
fast. 

So with some worthwhile exceptions, 
greater hiring in the messenger boy 
tradition merely results in 
quits and the qualified men are still 
not available when needed. 


T the United States National Bank 
several programs are under way to 
solve the problem. Present employees 
have been asked to notify the per- 
sonnel department if they wanted to 
be considered for work in other parts 
of the state-wide system. Over 200 
are enrolled in correspondence courses 
conducted by the bank. In Portland 
there has just been completed a volun- 
tary Wednesday evening course, at 
which attendance has averaged over 
50. Officers have acted as instructors. 
One-half of the two-hour session has 
been on operations and the other half 
on credits. The credit sessions have 
been run under the case method. 
Actual credit applications with names 
disguised have been mimeographed 
and given out to the students. Then 
after students have been called on to 
give their conclusions as to the proper 
action, senior loaning officers have 
explained what the bank actually did 
and why. 
To take the place of the participat- 


higher. 















ing semi-senior men, who will move 
up, the bank for the next year or two 
will be recruiting part of its needs from 
the ranks of college graduates. This 
year the forecasts indicate that there 
will be places for 10 from the June 
class. In arriving at this number, the 
openings ahead were carefully proj- 
ected. It would not be fair to bring 
in one of the better graduates, proba- 
bly taking him away from some other 
job opportunity, and then hold him 
year after year on routine work be- 
cause too many had been hired in 
relation to future promotional open- 
ings. 

As a matter of fact, it would not 
work out well for the bank either if 
more college graduates were brought 
in than would be needed in the future. 
The investment per man is relatively 
high before the graduate is paying his 
way. If he stays, he is dissatisfied; if 
he quits, the bank has lost its invest- 
ment. 

Advertisements were placed in the 
college papers of the different Oregon 
schools, the leading Pacific Coast col- 
lege placement bureaus were con- 
tacted, and a special application was 
designed. Also, a two-page mimeo- 
graph was prepared outlining the 
advantages and disadvantages of bank 
employment and, more specifically, the 
program for the men selected. Candi- 
dates had the opportunity to study 
these pages. On certain of the cam- 
puses question and answer sessions 
were arranged, with a representative 
of the bank present on the answering 
end. 

Every effort has been made to give 
the college men as true a picture as 

See MANPOWER PROBLEM—Page 77 
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Further practical ideas for achieving 


vital time savings are contained in 


this second article installment 


Improving 


al bs 


The May issue of Burroughs Clearing 
House contained the first installment 
of this article on bank operations. In 
this second and concluding installment 
are other suggested methods and forms 
which might enhance work efficiency, 
particularly in smaller banks. 


Installment Notes 


We have been in banks that had 
several hundred installment notes and 
were handling them with the same 
procedure as regular notes. Install- 
ment notes are expensive to service 
because of the numerous payments 
required. The total cost for making 
and servicing installment loans usually 
runs from $7 to $15 a loan, not including 
overhead or cost of money. Obviously 
the clerical procedure should be simpli- 
fied as much as possible. 

The installment. loan forms shown 
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By 
EDWARD F. LYLE 


Vice-President and Comptroller, City Na- 
tional Bank and Trust Company, Kansas 
City, Missouri, and President, National 
Association of Bank Auditors and 
Comptrollers 


on page 33 will be of interest to any 
bank with a volume of 1,000 or more 
of these loans. A Ditto master is pre- 
pared for each loan, and all forms 
necessary for servicing the loan are 
duplicated from the original master. 
These include the ledger sheet, cross 
index cards, confirmation to dealer, a 
coupon for each payment, audit record, 
note register and collector’s copy. All 
of the time ordinarily consumed in 
typing and checking these supple- 
mentary records is saved. 

In a small bank that has a volume 





ayy 
ad 





of 500 to 1,000 or more installment 
loans, all of the forms necessary to 
service each loan should be designed 
to be prepared at one typing either by 
a one-time carbon “‘snap-out”’ set or 
by a spirit process duplicator. The 
duplicator system is more flexible and 
can include more forms. 

The installment loan ledger sheets 
should be filed by payment dates in 
two 31-day indexed ledger trays ac- 
cording to whether the current pay- 
ment has been made oris due. As pay- 
ments are made the ledger sheets are 
advanced from the “current”? month 
tray to the “‘paid” tray. At the close 
of the month, the remaining ledger 
sheets in the “current” ledger are of 
course delinquent and are transferred 
to a delinquent division. The resulting 
empty tray will then be used as the 
‘“‘paid” tray during the coming month 
and the “paid” tray of the previous 


This investment ledger has been prepared by City National for its correspondents 





BOND NUMBERS ACCORDING TO MATURITIES 


INVESTMENT LEDGER 


PAR VALUE MATURITY CALL DATE 
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PATE OF NoTE ACCTN’G DATE [1st payment DUE | DEALER'S LiABiLiTY 
DATE OF NOTE ACCTN'G DATE | Ist PAYMENT OUE 
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KEEP YOUR RECORD "NAME — ADDRESS 
OF PaYwents By I 
MAIL ON THIS STUB. 
PAYMENTS WADE IN 4 
| PERSON WILL BE 
RECEIPTEO BY THE # 


1 
i] 
DATE u baa ; delnsimecsbalallees 
<s. TAIL OR BRING 
NO. { J 
$ y THIS COUPON WITH 
g PAYMENT Tc 





| PLEASE PRINT NEW ADDRESS HERE, 


| WHEN PROPERLY ' 

STAMPED THIS ! 

STUBISARECEIPT 9 
FOR THE AMOUNT 






CITY NATIONAL BANK & TRUST CO. 
P.O. BOX 226 | | 
KANSAS CITY 10, MISSOURI | 


| TiMPORTANT: iF YOUR ADORESS HAS CHANGED FROM THAT SHOWN ABOVE 






DATE OF NOTE ACGTN'G DATE 


PAYMENTS OUE FINAL PAYMENT 


NOTE NO, AMT, FINAL PAYMENT 


NO. OF PAYMENTS 


| AMT. EACH PAYMENT | i 


PAYMENT 











Ist PAYMENT DUE 


| PLEASE FORWARD YOUR 
PAYMENT ON OR BE- 

| FORE THE DUE DATE. 

| NO OTHER NOTICES | 

| OF MONTHLY PAYMENTS | 

WILL BE SENT YoU. 











OF YOUR PAYMENT. 5S paymer 
DAY IN THE MONTH 


ON BOVE 
NDICATED 












automatically 


month becomes’ the 
“current” month tray. This filing 
method automatically uncovers delin- 
quent loans each day without searching 
through the ledgers. 

Payments need not be endorsed on 
installment notes but the notes should 
be filed in the same order as the ledger 
sheets. An alphabetical cross index is 
necessary as well as a cross index on all 
borrowers with two or more notes in 
the bank, as each note will be on a 
separate ledger sheet. These cross 


; | et 
[am]one wan ape) way |s0m | sui jaue seploct |wov| ogc 












index cards can be prepared as carbon 
copies of the same Ditto master copy 
from which the ledger sheet and other 
forms are duplicated, under the plan 
previously outlined. 


Investment Ledger 


One of the records somewhat neg- 
lected in many banks is the investment 
ledger. Reproduced on page 32 is a 
ledger sheet that the City National 
printed for its correspondent bank cus- 
tomers. A similar form was designed 


Installment loan data*is dupli- 
cated on all these forms from a 
Ditto master, eliminating typing 
and checking 


by the small bank operations commit- 
tee of the National Association of Bank 
Auditors and Comptrollers and de- 
scribed in the March, 1948, issue of the 
Auditgram. Both sheets make ade- 
quate provision for a record of pre- 
mium amortization. Without such a 
record there is always a possibility of 
overpayment of income taxes. 


Accrual of Income 

Some smaller banks have become 
interested in a simple monthly accrual 
system that will level out the peaks 
and valleys of their earnings and ex- 
penses, and that can be operated in a 
few hours each month. Adequate dis- 
cussion of this subject cannot be under- 
taken here, but shown below are two 
ledger sheets used by the Grand Avenue 
Bank of Kansas City for controlling 
interest collected on time loans and 
installment loans. We are indebted 
to the American National Bank and 
Trust Company of Chicago for the 
design of the installment loan sheet. 

In each case, a control sheet is set up 
for each month in which notes mature, 
and all interest discounted or rebated 
is entered on the appropriate sheet. 


The total of these control sheets is 
carried in the “‘Unearned Interest’ 
account. Once a month each sheet is 


charged with the percentage indicated 
in the box at the top of the sheet, and 
-arnings are credited for a like amount. 
An accrual system of this type can be 
operated in about 20 or 30 minutes 
daily plus a couple of hours each 
month. It does not audit the earnings. 


Collateral Ledger Receipt 
Those banks which are issuing col- 
lateral receipts and maintaining a col- 
lateral ledger may be interested in the 


Two samples of ledger sheets used for controlling interest collected on time loans 

















































































































































































































FORM 632 ACCOUNT. MONTH OF MATURITY. 
DISTRIBUTION OF INTEREST OR DISCOUNT ON TIME LOANS 
(ALSO USED FOR AMORTIZATION OF INSURANCE PREMIUMS) 
a 6 0167 54 o1es 48 0208 42 0238 36 9278 30 0333 24 0417 18 0556 12 0833 ‘6 1667 
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Y Le Lit 
MO! OF MATURITY. ocianiciasattommeanis 
orice INTEREST COLLECTED BUT NOT EARNED — 
DISTRIBUTION OF UNEARNED DISCOUNT ON INSTALLMENT LOANS 
0327 54 0363 8 0408 42 465 36 0541 30 0645 24 2800 18 21053 12 1538 ‘6 2857 
2 0333 53 0370 41 0416 4 0476 35 0556 29 0667 23 0833 v7 ay u 1667 s 3333 
! 0338 52 0377 46 0425 40 0487 34 0571 28 0690 2 0870 16 1176 10 1818 4 4000 
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. 6 0350 50 0392 “4 0444 38 0512 32 0606 26 074) 20 0952 14 1333 8 2222 2 6667 
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100 East Creen Street 
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Collateral ledger and receipt forms typed in one operation 


four-way receipt and ledger illustrated 
above. All four copies are typed in 
one operation when the collateral is 
received, and are signed by both the 
collateral teller and the note teller. 

The first copy is mailed to the cus- 
tomer on the following day by the 
Auditing Department. The fourth 
copy serves as the collateral ledger and 
is signed by the customer when the 
collateral is released. The other two 
copies are used for audit control. Thus 
the receipt to the customer for the 
securities, the collateral ledger, the 
audit control and the customer’s final 
receipt for the securities on release are 
all prepared at one time. 

For the smaller bank perhaps the 
simplest audit control is to describe 
fully the collateral on the note before 
it is signed. A receipt should be ob- 
tained for readily negotiable collateral 
when released. 


Safe Deposit Procedures 

There is considerable contingent 
liability incurred in the operation of a 
safe deposit vault. Successful defense 
against a suit for alleged losses depends 
upon the bank’s having exercised !due 
diligence at all times. The minimum 
precautions that should be observed 
are: 

1. Identify all customers by signa- 
tures on permanent record cards. 

2. Verify from records their right to 
enter a certain box. Many persons 
have access to safe deposit keys other 
than their own. 
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3. Do not permit customers to use 
the guard key. An employee should 
open the lock after verifying a cus- 
tomer’s right to use a particular box. 

4. Locks should be changed after a 
box has been vacated, and the keys 
placed under dual control of two offi- 
cers or employees until rented. Some 
banks have these keys placed in a 
sealed envelope by a lock service com- 
pany, which also switches the locks. 
The sealed envelope is broken by the 
customer. Several spare locks are 
necessary for this plan. 





5. The box door should be lock>d 
open and the keys returned to tie 
customer if he takes the tray to tie 
conference room. This insures that 
the tray will be returned, and plac:d 
in the proper cell. 

6. Changing locks, drilling box.s, 
etc., should always be done in {ne 
presence of two officers or employe’s, 

7. A signed contract in a fom 
approved by the bank’s attorney 
should be on file for each tenant. 

The service and the liability involved 
justifies a minimum rental of $5 annu- 
ally in even the smallest banks. 

Forms which will assist in the proper 
operation of a safe deposit vault are 
illustrated below. 


Savings 

Except in industrial areas the say- 
ings department is not usually an 
active operation in the smaller banks. 
For timesaving on a small volume the 
*‘No Ticket Plan” can be followed. A 
signature line is provided at the end of 
each line of posting and the customer 
signs his name on the ledger sheet after 
each withdrawal. A full discussion of 
this plan can be found in the January, 
1948, issue of the Auditgram magazine, 
published by the National Association 
of Bank Auditors and Comptrollers. 

Computation of the savings interest 
can be simplified by paying interest on 
the average of the minimum balance in 
each of two quarters. The total will be 
approximately the same as if paid on 
the balances of the fifth of each month 
less subsequent withdrawals, although 
individual accounts may vary. 


General Journal and Daily 
Statement 


General journals or cash books in 
banks have always been unnecessarily 
vague and difficult for the uninitiated 
to understand. About a year ago we 


Forms to assist in the proper operation of a safe deposit vault 
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CITY NATIONAL BANK & TRUST CO. OF KANSAS CITY 


Doe 
Letter 


MONEY OROERS PAID | CASHIERS CHECKS PAIO 


Cash journal, new note journal and register, note 
| payment journal and daily statement consolidated 


for convenient reference. 


Journal totals are keyed 


to designated lines of the daily statement 


Four records combined in one form 
for small or medium sized banks 


designed one for our correspondent 
bank customers which, though com- 
plex in appearance, is so clarified and 
safeguarded that a clerk could be 
taught to use it in a few days. This 
form, designed for hand posting, is 
illustrated above. It combines four of 
the records normally maintained in a 
bank: 1. Cash book or journal. 2. 
New note journal and register. 3. Note 
payment journal. 4. Daily statement 
of condition. 

[t will be seen from the illustration 
that the total line of each section of 
the journal is keyed to the proper line 
on the daily statement. The new bal- 
ances are struck by picking up the old 
balances from the previous day’s 
Stalement and adding or subtracting 
the debits or credits. Posting the 
leiger is a final and incidental oper- 
ation. 


Service Charges 
“ervice charges are an important 
sorce of income in almost any bank, 
b particularly so in the smaller 
b aks. It is important that methods 
used that will not overlook any 
ree of revenue and that the proce- 
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dures are economical. 

Modern posting machines that will 
compile all the necessary service charge 
information on the statement stub are 
timesavers. 

An analysis can be made of the 
average “‘float’” time that can be 
applied to all except a few deposits. 
This ‘‘float factor” is used as a multi- 
plier of the total of the deposits for the 
month to determine the float. 

If the customer’s balance does not 
exceed $500, an average of the balance 
on three days during the month —such 
as the 10th, 20th and 30th —will pro- 
duce a close approximation of the 
actual daily average. Some banks use 
the minimum balance. 

Computations of service charges can 
create a peak load unless spread over a 
three or four-week period. Computa- 
tion of service charges for one calendar 
month should be figured during the 
ensuing calendar month. 


Efficient Quarters 
In many cases operations can be 
improved through careful floor plan- 
ning. Lobby traffic should be studied, 
and windows and officers’ desks ar- 





ranged for best service and avoidance 
of congestion. The busiest windows 
should open into the widest areas of 
the lobby, and if possible be the closest 
to the exits. Files, furniture and 
equipment should be arranged so that 
they will be convenient to the staff 
and save them steps. 

Both for efficiency and appearance, 
lighting should be adequate. Fluores- 
cent lighting properly installed will 
produce two or three times as much 
light as mazda lamps for the same 
power consumption. Fluorescent light 
has no glare, and no shadows if prop- 
erly spaced. A word of caution is in 
order, however. Fluorescent lighting 
should be installed with the advice of 
a lighting engineer; the local power 
company will usually furnish this serv- 
ice. An inadequate fluorescent instal- 
lation can be worse than the mazda 
lighting it replaced. Good even light- 
ing of 30 candlepower or more in- 
tensity will reduce fatigue and reduce 
errors. 

Posture chairs are also an aid to 
efficiency. Fatigue slows the worker 
and causes errors. Comfortable, well- 
See IMPROVING BANK OPERATIONS—Page 76 
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RAPIDS 










This new service of THE FIRST 
provides even faster collections 





Here’s what happens to your important sendings 
—checks or other items on which you desire 
special attention — when addressed to our new 


Lock Box R R (Rapid Router) : 
1 They are sorted to Lock Box R R by the post 


office, separate from our regular mail. 


? They are collected from the box at frequent 
* intervals during the day, evenings, early 
morning, and Sundays. 


3 They are immediately delivered to experienced 
* transit personnel at our Rapid Router desk 
and the fastest means of making presentation 

is selected. 


4 They are promptly microfilmed, and it is 

* possible—through this new Rapid Router 

service —for your important sendings to be 

on their way within thirty minutes from the 
time they reach The First. 


Try this accurate, dependable, and even faster 
service with your next important sending — whether 





or not you have established a correspondent 
relationship with The First. Just address it, with 
a separate letter of transmittal, to: 


LOCK BOX RR 
CHICAGO 90 
ILLINOIS 


If you like this new Rapid Router service —and 
we know you will—we shall be pleased to furnish 
additional information and provide, upon request, 
a supply of printed envelopes with your return 
address on the corner card. 
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WASHINGTON VIEWPOINT 








Small Business Aid 


President Truman has asked Con- 
gress to approve legislation author- 
izing a five-point program to aid 
small business, over the objections of 
the American Bankers Association. 
The A. B. A. says that “adequate 
credit is available from banks for large 
and small borrowers.” 

The President told Congress in a 
special message that there was a need 
for stimulation of small business to 
provide jobs for the growing army of 
unemployed. He added that small 
business must provide its share of jobs 
if we are to have an _ expanding 
economy. 

The President asked for: 

1. Government-sponsored insurance 
of bank loans up to $25,000. 

2. National investment companies 
to provide equity capital for small 
business. 

3. A broadening of the lending 
powers of the Reconstruction Finance 
Corporation and an increase in the 
present ten-year maturity limitation 
of RFC loans to fifteen years. 

4. A research organization within 
the Department of Commerce to pro- 
vide small business with technical and 
managerial advice. 

5. Transfer of the control of the 
RFC to the Department of Commerce. 

To put the five-point program into 
effect would cost the Federal Govern- 
ment very little, Mr. Truman said, 
“but it would yield the nation great 
returns.” 

“It will do so by lessening the ob- 
stacles that impede the progress of 
small and independent business and by 
providing incentives which encourage 
its expansion,” the President declared. 
“It will promote the broad opportu- 
nity and vigorous competition which 
ure the basis of our system of free 
enterprise.” 

Under the President’s proposed plan, 

small business needing up to $25,000 
would apply to a private bank, which 

ould pass upon the application. Loans 
proved by the bank would be in- 
ired against loss, subject only to 
mpliance with Federal-prescribed 
andards. 

An insurance premium would be 

xed adequate to cover all probable 

<penses. Except for the appropria- 
ion to set up the insurance fund, no 

‘ederal expenditure would be involved. 
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By N. P. GREGORY, 


Washington Correspondent 


F. Raymond Peterson, president of 
the A. B. A., told the Texas Bankers 
Association that a recent survey by 
the A. B. A. participated in by 3,200 
banks, or one out of every five banks 
in the country, shows that these banks 
have more than 5,500,000 loans. 

According to Mr. Peterson the aver- 
age of these loans is a little less than 
$2,500 each. 

“Our sample was representative and 
included both large and small banks in 
all sections of the country,” he said. 
“There is no national emergency in the 
form of business depression to justify 
a further plunge by the government 
into the lending business.” 

Mr. Peterson pointed out that be- 
fore the President asked for new legis- 
lation, a number of bills had already 
been introduced for aid to small 
business. 


« ¢ ¢ 


Holding Bill Languishes 


Bank holding company legislation 
at this session of Congress is “‘dead,”’ 
according to Senator A. Willis Robert- 
son (D., Va.) chairman of a Senate 
Banking and Currency subcommittee 
which held hearings on the subject. 


Senator Robertson expressed this 
view shortly after he introduced new 
legislation to supplement a bill drawn 
up by the Federal Reserve Board last 
year. Mr. Robertson also disclosed 
considerable friction among members 
of the subcommittee over the original 
Federal Reserve Board bill seeking 
additional powers for the Board to 
control holding companies. 

The new bill introduced by Mr. 
Robertson defines a bank holding 
company as any corporation, business, 
trust, partnership, or association which 
at any time after April 15, 1950, owned 
or controlled, directly or indirectly, 
50 per cent or more of the shares of an 
insured bank. 

The proposed legislation, however, 
excluded any organization which 
owned or controlled more than 5 per 
cent of the voting shares of more than 
two banks and “is determined by the 
Federal Reserve Board not to be en- 
gaged directly or indirectly as a busi- 
ness in managing or controlling one or 
more banks.” 

Under the Robertson bill no bank 
holding company shall, while it owns 
or controls more than 5 per cent of the 
shares of any insured bank, acquire 
any shares of any bank except with the 
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161965 
Outgoing 


Collections 
in 1949 


TO EVERY STATE of the Union...to correspondent 
and other banks...went 161,965 outgoing 
collections from Security-First National 

Bank in 1949. 




























Each collection went direct to a bank in the 
town or city on which the item was drawn... 
each one of them representing a profit— 
direct or indirect—for the receiving bank. 


If a Pacific Coast correspondent connection 
would be useful to your bank, we invite 
you to Open your account with us. 
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approval of the following: 

1. The Federal Reserve Board f 
the bank is a state bdahk. 

2. The Comptroller of the Currency 
if the bank is a national bank. 

3. The Federal Deposit Insurance 
Corporation if the bank is a no- 
member bank. 

In addition, the Robertson bill 
provides that no bank holding con- 
pany, while it owns or controls more 
than 5 per cent of the shares of any 
insured bank, can acquire, or retain 


| after five years from April 15, 1950, 
| any shares or similar equity interest in 


any non-banking corporations or or- 


| ganizations other than those engaged 
| entirely in conducting a deposit or 


fiduciary business. 

Such companies are also prohibited 
from buying any obligations other 
than “investment securities.” 

Furthermore no bank holding com- 
pany, while it owns or controls in 
excess of 5 per cent of the shares of any 
insured bank, shall, after five years 
from April 15, 1950, engage in any 
business other than that of banking 
or managing or controlling banks. 

The violation provisions of the pro- 
posed act call for fines of $1,000 a day 
and any individual convicted for violat- 
ing the law would be fined not more 
than $10,000, or imprisoned not more 
than one year, or both. 

The House Banking and Currency 
Committee has not begun hearings on 
bank holding company legislation, 
waiting until the Senate Banking com- 


| mittee acts. 








Senator Charles W. Tobey (R., 
N. H.), a member of the Robertson 
subcommittee, is opposed to legisla- 
tion which is not approved by the 
Federal Reserve Board. 

Senator Robertson said before he 
introduced his bill he consulted with 
representatives of the American Bank- 
ers Association, the Independent Bank- 
ers Association, the National Associa- 
tion of Supervisors of State Banks, 


and ‘‘a substantial group of bank 
holding companies.” 
+ * ° 


Income Tax for 
Thrift Institutions? 


The House Ways and Means Com- 
mittee has tentatively voted two revi- 
sions under which the Treasury De- 
partment would pick up $145,000,000 
in additional revenue by taxing sav- 
ings banks and building and loan 
associations. 

Specifically, the committee voted to 
impose the corporation income tax on 
the 550 mutual savings banks and the 
6,000 building and loan associations. 

Under the Ways and Means Com- 
mittee formula, retained net income 
of these institutions after payment of 
interest or dividends would be su!- 
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ROBBERY OF THE FIRST NATIONAL AND CONDON BANKS, 
COFFEYVILLE, KANSAS, OCTOBER 5, 1892 
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— THE TWO-IN-ONE BANK ROBBERY 
he fF Guarding the golden harvest of one of Kansas’s the vantage points, the range. Four robbers fell in 
ith : most prosperous farming regions, the two banks the deadly hail. The fifth, terribly wounded, lived 
- i faced each other across Coffeyville’s triangular to serve his sentence and write his account of this 
ae Plaza. Nearby, Drayman Charlie Gump sunned daring two-in-one bank raid. His name: Emmett 
ks himself and watched idly as five armed men (no ___ Dalton, last of the frontier’s fabled Dalton gang. 
ink novelty in that time and place) strode from an * * * 
alley across the way. Suddenly, three wheeled Bandits today rob banks one at a time and more quietly. 
. es the Condon Bank — the two others headed for They find —in modern law enforcement and protective 
: the First National. Gump shrilled the alarm and dgyices — enemies equal in mettle to the fighting citizens 
. took a bullet in the hand as he scuttled for cover. of Coffeyville. But robbery remains a serious hazard — 
| Inside the First National, the two bandits found as do embezzlement, fire, liability and other risks. 
a smooth going. Bundling some $20,000 mm 8 The only sound protection against financial loss is 
“<a ) sack, they dodged out the back door just as startled expertly planned and vigilantly maintained insurance 
100 citizens began to pump lead at the two banks. program ... such a program as the A&tna Plan of Risk 
av- Miraculously, they reached the horses, but turned and Insurance Analysis can provide for financial institu- 
an to cover the others. : tions. Ask your local A&tna representative to explain 
The Condon Bank was tougher. Cashier Char- gy, this tested method can improve a bank’s insurance 
to ley Ball bluffed coolly — claiming his wide-open protection. 
aa vault would be on a time-lock for three more min- 
| « | utes. The clock ticked ...one minute, two. Nearly FETNA Casualty AND SuRETY Company 
m- a hundred bullets crashed into the bank. The eS ee ae eee 
me bandits decided to call it off and broke for the door. Pg dagen \ _Anmmatilie tnrecunee Gomgeng 
if But the embattled citizens now had the guns, Hartford 15 ~~ Connecticut : 
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ake this opportunity 
to increase your Blanket Bond 


at reduced cost! 





Rates are now lower because — 





— specific charge for misplacement protection 
is now eliminated 

— premium for Securities Insuring Clause E 
is now based on amount of loans and 
discounts (instead of number of employees 
and locations). 





But, today’s embezzler is not reducing 
his take—often more than the bond! 
No bank can afford to be without blanket bond 
protection in amounts proportionate 
to its operations. 


You can apply your premium savings 
toward increasing your present bond and adding 
Clause E. Call our nearest agent or your 
own broker today—he’ll have one of 
our Bank Protection Specialists re-survey 
your bonding needs. 


AMERICAN SURETY GROUP 


AMERICAN SURETY COMPANY Te 
NEW YORK CASUALTY COMPANY i 
SURETY FIRE INSURANCE COMPANY 












100 Broadway, New York 5, N. Y. 


*“*DEPENDABLE AS AMERICA’’ 
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ject to the corporate tax for the 
first time. Thus, the committee jp 
effect, approved an undistributed y rof. 
its tax similar to that which vas 
strongly criticized by business ir ‘er. 
ests. 

Since the Ways and Means Com. 
mittee has not finished its work on the 
new tax bill and since the House has 
not taken it up, passage is doubtful. 
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RFC, FNMA Transfers 


President Truman’s recommendation 
to Congress that the Reconstruction 
Finance Corporation be transferred to 
the Department of Commerce affects 
an agency independent since it was 
organized in 1932. 

Under the President’s plan the cor- 
poration will continue to be adminis- 
tered by its board of directors and 
officers but subject to the supervision, 
co-ordination and policy guidance of 
the Secretary of Commerce. 

“This reorganization plan is an 
important additional step in simplify- 
ing the organization of the executive 
branch of the Government and also in 
making more effective the various 
government services to business,’”’ Mr 
Truman declared in a message to 
Congress. 

The President said that the transfer 
of the multi-billion RFC to the Depart- 
ment of Commerce was in line with his 
plans to consolidate under the Secre- 
tary of Commerce all of the aid to 
business plans of the Federal Govern- 
ment. 

“By regrouping in one agency all 
the principal services to business,”’ he 
said, “‘the plan follows a pattern of 
organization which has proved highly 
successful in the areas of agriculture 
and housing.” 

In another message he transferred 
the functions of the Federal National 
Mortgage Association, part of the 
RFC, to the Housing and Home 
Finance Agency. 

The President declared that the 
transfer of FNMA “carries out the 
specific recommendation of the Com- 
mission on Organization of the.Execu- 
tive Branch of the Government.” 

The FNMA was originally chartered 
by the head of the Federal Housing 
Administration as authorized by Title 
III of the National Housing Act. In 
rechartering the FNMA two years ago 
the Congress recognized the relation- 
ship between it and the operations of 
the Housing and Home Finance Agency 
by providing that the Federal Housing 
Commissioner alone would have au- 
thority to determine whether and when 
the FNMA should be terminated. 

Since its origin, Mr. Truman told 
Congress, the FNMA has moved from 
an agency conducting a small volume 
of mortgage business to one having 
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outstanding commitments in exce.s of 
$1,400,000,000. 

“The present high volume of act vity 
by the FNMA has radically alicreq 
the situation which existed in 


1947 
and has made it essential that ‘hese 
market operations be geared nore 


closely into the Government’s hoiising 
program,” the Chief Executive said, 

“The manner in which these market 
operations are administered his 4 
direct effect on the kind of mortgages 
written and the availability and cost 
of mortgage credit. The secondary 
market must be administered there- 
fore at all times in full consistency with 
other programs affecting housing 
credit.” 


Other FNMA Proposals 


Besides the reorganization plan to 
shift the FNMA to the Housing and 
Home Finance Agency, the Adminis- 
tration has drafted other -proposals 
having to do with secondary market 
operations involving mortgages. 

First, there are some tentative curbs 
on FNMA, beyond the stipulation in 
the 1950 housing act eliminating 
advance commitments. Thus under 
the proposed legislation the agency 
could buy no more than 75 per cent 
of the portfolio of a lender’s VA mort- 





gages, instead of 100 per cent as at | 
present (the existing 50 per cent | 
limitation on FHA mortgages would 


remain unchanged). 
FNMA’s buying power would be ear- 
marked for VA-backed mortgages, 
and one-third for FHA’s, whereas 
there is now no such restriction and 
the tendency has been for lenders to 
unload the 4 per cent VA’s and to 
retain most of their FHA’s. 

As revamped, FNMA could require 
that insured mortgages be held in 
private hands for six months or some 
other given period of time before they 
would be eligible for purchases. Also, 
it would be authorized to buy insured 
mortgages at a discount. 

While many of the proposals are in 
the nature of curbs on FNMA’s buying 
power, one change would tend to 
liberalize it, by permitting the agency 
to buy insured mortgages from “‘sec- 


Two-thirds of | 





ondary lenders” instead of entirely | 


from original lenders as at present. 
Thus, for example, it could purchase a 
mortgage from an insurance company 
that had previously acquired the 
mortgage from another lender. 

To take some of the financial load 
off FNMA, it is proposed that the 
HHFA be authorized to charter pri- 
vate mortgage corporations which 
would operate in the secondary market. 
Each would have an authorized capital 
stock of $100 million, to be subscribed 
by private investors, and could g0 
into business when 25 per cent of ‘his 
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had been paid in. It could then obtain 
additional funds for mortgage pur- 
chases by issuing debentures, for pri- 
vate sale, up to 25 times the paid-in 
capital stock, or up to 40 times with 
special permission from the Housing 
Agency. 

The new mortgage corporations 
would be authorized to buy mortgages 
from FNMA or directly from banks 
and other lending institutions having 
insured loans. 


Postal Savings 


Passage of the House bill (H. R. 
6456), giving authority for the Trustees 
of the Postal Savings System to lower 
the interest on Postal Savings, has 
been urged by the American Bankers 
Association. Testifying for the A. B. 
A. before a House subcommittee, 
Arthur W. Sands, president, Western 
State Bank, Saint Paul, Minnesota, 
not only urged passage of the bill but 
also proposed that it be amended in 
such a way that the Postal Savings 
System would accept no new deposits 
after June 30, 1951. This, he said, 
would permit the gradual liquidation 
of the System, which he contended no 
longer served any useful purpose. 

Bills introduced in Congress on this 
subject two years ago provided for the 
reduction of the Postal Savings interest 
rate to 1 per cent, by such stages as 
the Trustees of the System might 
adopt by unanimous consent. This 
legislation failed to pass. 

The current bill gives the Trustees 
the right to adjust the rate within the 
limits of 1 to 2 per cent. Pointing 
oul that there has been no change in 
the interest rate of 2 per cent since 
1910 despite the drastic reduction of 
rates generally, Mr. Sands proposed 
that the bill be amended to permit 
action to be taken by the majority of 
the Board of Trustees, instead of by 
unanimous agreement. The Trustees 
are the Postmaster General, the Attor- 
ney General, and the Secretary of the 
Treasury. 

Supporting his argument, Mr. Sands 
said the Hoover Reorganization Plan 
affecting the Post Office Department 
made the following recommendation: 
“Take steps to bring the operation of 
the Postal Savings System more in line 
with bank practices of the country by 
empowering the Board of Trustees to 
set, within limits to be specified, the 
ra‘e of interest to be paid to deposi- 
lors, the expectation being that the 
Board would set the rate currently at 
& point slightly below the average rate 
paid to savings depositors by commer- 
ii! and savings banks.” At least, the 
| vover report states, there appears to 
' no good reason for continuing a 
'\e of interest higher than that gener- 

’ paid on bank savings accounts. 
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e You needn’t lick stamps, or stick stamps, or 


keep stamps locked up in a tin box... any more! 


e Pitney-Bowes new DM postage meter... desk 
model, about the size of a telephone... makes 
metered postage available to everybody. 


e The DM prints postage directly on the envelope, 
or on gummed tape for registered mail, extra bulky 
statements, etc....supplies postage for any kind of 
mail... prints a dated postmark and (optional) 
small advertisement on the envelope. 


e When you buy postage, the post offce sets 
your meter... and your postage is fully protected 
from loss, theft or damage. Visible registers 

show postage used and on hand. There’s a slot 
for sealing envelopes. 


e There’s a postage meter for every bank, large or 
small... Ask the nearest PB office to show you. 
Or send the coupon below for descriptive booklet. 
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‘ World’s leading makers of mailing machines . 
offices in 93 cities in the U. S. and Canada. 
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3134 Pacific Street, Stamford, “ene 
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Zehind Nn eventful decade... 
Mead: Sireng\h to meet the 








oil needs of {ree people 





STANDARD OIL COMPANY (NEW JERSEY) 
REPORTS FOR 1949... 





HE 215,000 STOCKHOLDERS of 

Standard Oil Company (New Jersey) 
have just been sent the Company’s 1949 
Annual Report. Some highlights are 
given here. 


The report covers the closing year of 
an eventful decade—a decade of violent 
action and change... of war, and war’s 
results, of great shifts in people’s living 
standards, and in their hopes and aims. 


It was a decade which put the strength 
and adaptability of American business 
to great tests. And proved that the 
American kind of business enterprise 
gets jobs done. 


To the oil business, these last ten 
years brought demands far beyond any 
past experience. 


Standard Oil Company (New Jersey) 
carried well its full share of this load. 
More new supplies of oil were found 
and developed than ever before. With 


them came more new processes, more 
new products, more new jobs and job 
opportunities. We took in more money, 
and paid out more—for wages, taxes, 
dividends, supplies—than in any previ- 
ous decade in history. And in that ten 
years almost four times the amount paid 
in dividends was invested in new facili- 
ties —strengthening the business to meet 
war and post-war needs, 


Like all sound American business, 
Jersey Standard got these results through 
skill, initiative, teamwork and the pro- 
ductive use of capital. Men who work 
in the business of their choice—free to 
think and make decisions —took actions 
which got results and got them in time. 


In reporting for 1949, this Company 
offers its stockholders not just the report 
of one business year... With it comes 
the hopeful assurance of strength and 
ability to meet the growing oil needs of 
free people in free lands. 


STANDARD OIL COMPANY (NEW JERSEY) 


AND AFFILIATED COMPANIES 
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HIGHLIGHTS FROM THE 
1949 REPORT: 
(for the consolidated companies) 


PRODUCTION —957,000 barrels daily 
total (11% less than 1948) 


REFINING — 1,287,000 barrels daily 
total (7% less than 1948) 


SALES —1,363,000 barrels daily 
(slightly less than 1948) 

RESEARCH —$21,400,000 spent on 
scientific projects (6 per cent more 
than in 1948) 

CONSOLIDATED NET EARNINGS— 
$268.870,000 or $8.91 a share. This 
compares with $365,605,000 or $12.44 
a share in 1948. Total income $2,934,- 
686,000 (12 per cent less than 1948) 
PARENT COMPANY NET EARNINGS 
—(from which shareholders’ dividends 
are paid) $171,707,000 or $5.69 a 
share. This compares with $155,923,- 
000 or $5.31 a share in 1948. 


DIVIDENDS —$4.00 a share plus 
one share for each 50 shares held. 


EMPLOYEE RELATIONS — Again 
no work interruption due to labor 
difficulties. 
& . e 

Copies of the full report will be 
gladly sent to anyone wishing ful! 
details. Write Room 1626, 3¢ 
Rockefeller Plaza, New York 20. 
New York. 
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| Angeles. 
'is Herman F. Hahn, 
| from executive vice-president. 
| Lipman has been elevated from vice- 
A president to senior vice-president. 


| 36th 
} When he joined it as vice-president 








| THE PERSONALITY SPOTLIGHT 








One of banking’s veteran top 


executives, Ben R. Meyer, has been 


named chairman of the board of 
Union Bank & Trust Co. of Los 
His successor as president 
advanced 


J.C. 


This month marks Mr. Meyer’s 
anniversary with the bank. 


and director in 1914 the institution 
was known as the Kaspare Cohn 
Commercial and Savings Bank. In 
1916 he was made president, and two 
years later the bank received its 
present name. During Mr. Meyer’s 
tenure as president Union Bank’s 
resources have grown, without merg- 


| ers, from $31% million to more than 
| $160 million. 


Herman Hahn began his banking 
career in 1920 with the Home Savings 
Bank of Los Angeles, later engaging 
in the securities business. He be- 
came associated with Union Bank & 
Trust Co. in 1930 as vice-president, 
and in 1947 was elected executive 
vice-president. He is a past presi- 
dent of the Independent Bankers 
Association of Southern California. 

Mr. Lipman has been in banking 
since 1905 and for many years was 
with the Bank of Italy. He joined 
Union Bank in 1920 as vice-president 
and director. 

+ 


New president of the State Street 
Trust Company in Boston is Edward 
L. Bigelow, formerly vice-president, 
director and chairman of the trust 
committee. He succeeds Allan 


New president in Boston 


EDWARD L. BIGELOW 

















BEN R. MEYER 


H. F. HAHN 





J. C. LIPMAN 


Advanced at Union Bank & Trust Company of Los Angeles 


Forbes, president since 1911, who 
has been elected chairman of the 
board, a post formerly held by 
Charles Francis Adams, now hon- 
orary board chairman. 

Mr. Bigelow joined the bank in 
1934 after some 18 years with the in- 
vestment firm of Tucker, Anthony & 
Co. of Boston. Aside from his bank- 
ing career he was for a time hockey 
coach at Harvard University, and 
during World War II served both as 
a civilian in the OSS and as a Lt. 
Colonel in the Army, being honored 
by Great Britain with the Order of 
the British Empire for his contribu- 
tions to the Allied cause. 


o 


The Third National Bank in Nash- 
ville, Tennessee, announces the elec- 
tion of Walter J. Diehl as chairman 
of the board, Sam M. Fleming as 
president, and D. W. Johnston as 
executive vice-president. Mr. Diehl 
succeeds the late Nathan A. Crock- 
ett, and Mr. Fleming succeeds the 
late Frank M. Farris. 

Mr. Diehl assisted Mr. Farris in 
organizing the bank in 1927. He 
had been senior vice-president since 
1947. Mr. Fleming joined the Third 
National in 1931 and by 1947 had 
advanced to executive vice-presi- 
dent. In the same year, Mr. Johns- 
ton was named first vice-president, 
after having been with the bank 
since its organization. 


¢ 


C. M. Vanstory, Jr., is slated to 
become president of the Security 
National Bank of Greensboro, North 
Carolina, on August 1. He will suc- 
ceed N. S. Calhoun, head of the 
bank since its organization in 1933. 


After Mr. Calhoun announced his 
desire to retire, the directors pre- 
vailed upon him to take the post of 
chairman of the executive committee. 

Since 1947 Mr. Vanstory has been 
executive director of a local hospital. 
However, he has been a director of 
the bank since its founding and was 
one of its officers for seven years. 
He started his banking career in 1925 
in New York City, where he was with 
the National City Bank and Chemi- 
cal Bank. 

A native of Greensboro and promi- 
nent in its activities, Mr. Vanstory 
served as mayor from 1945 to 1947. 


+ 


J. P. Dreibelbis, vice-president at 
Bankers Trust Company, New York 
City, has been 
placed in charge 
of the banking 
department. 
He takes over 
this responsi- 
bility from Alex 
H. Ardrey who, 
since his elec- 
tion as execu- 
tive vice-presi- 
dent in 1948, 
has been per- 
forming the 
functions of both offices. Prior to 
assuming his new post Mr. Dreibelbis 
was in charge of the out-of-town 
division of the banking department. 
He came to Bankers Trust in 1945 
as vice-president in charge of its 
southwestern business. Previously 
he had for ten years been associated 
with the Board of Governors of the 
Federal Reserve System, first as assist- 
ant general counsel and later he served 
as general attorney of the Board. 





J. P. DREIBELBIS 
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Newly named vice-presidents at 
Bankers Trust are Coleman C, 
Walker, vice-president of the Wa- 
chovia Bank and Trust Company of 





Cc. C. WALKER 


R. SHIELDS 


Bankers Trust vice-presidents 


Winston-Salem,-North Carolina, and 
Richard Shields, formerly assistant 
vice-president at Bankers’ Trust. 
Elected assistant vice-presidents are 
Everett Orr, Jr., advanced from 
assistant treasurer, and Robert H. 
Brome, assistant counsel of the Fed- 
eral Reserve Bank of New York. 


° 


Whenever there is a good civic job 
to be done, chances are the folks at 
Kansas City, Missouri, will look to 
Kearney Wornall, vice-president of 


the City National Bank and Trust 
Company. In the past he has headed 
up the Community Chest and been 
president of the Chamber of Com- 
merce, and he is always sure to be 
“mixed up’’ with a number of worthy 
causes. Now he has been appointed 
a police commissioner, along with 
three other civic leaders, and judging 
from the recent news headlines he 
has ‘‘bitten off’’ quite a chunk of 
responsibility. 


e 


Two well-known bankers recently 
re-elected. for two-year terms to the 
board of directors of the Chamber of 
Commerce of the United States are 
W. L. Hemingway, chairman of the 
board, Mercantile Commerce Bank 
and Trust Company, St. Louis, Mis- 
souri, and Dunlap C. Clark, presi- 
dent, Central Bank, Oakland, Cali- 
fornia. 

Mr. Hemingway, past president 
of the American Bankers Association, 
has represented the foreign commerce 
department on the board since 1946, 
and Mr. Clark the department of 
finance since 1942. 


A 
Two recent changes at the Irving 


Trust Company, New York. City, 
have been the promotions of John 











F. Mcllwain and Grant W. \an 
Saun from assistant vice-presid: nts 
to vice-presidents. 

Mr. Mcllwain is a member of the 
bank’s personal trust division ind 
Mr. Van Saun is engaged in const ‘uc- 
tion loan activities in the compa y's 
mortgage and real estate division. 

+ 

Edwin E. Adams, previously \ ice- 
president and manager of the Seattle 
office of The Bank of California 
N. A., has been appointed executive 








E. E. 


ADAMS T. L. McQUAID 


Bank of California promotes 


vice-president and assigned to new 
duties at the head office in 
Francisco. His successor at Seattle, 


Thomas L. McQuaid, has _ been 


San 
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Ratner a Kerr CHANGEPOINT Fountain Pen. As ‘‘Changepoint’’ implies, the points are easily 
changed—also the-filling unit is renewable. In fact, all parts are easily replaceable by the user. 
Kerr CHANGEPOINT Fountain Pens were designed to withstand harsh service in banks, business 
and industry. They were the first to be introduced with chain attached for bank check counter 
service, and they are still the most widely used by banks. 


WE supply perpetual calendars in bronze, chrome or aluminum and Kerr CHANGEPOINT 
Fountain Pens for better customer service. 


Write for illustrations and prices 


W. K. KERR PEN COMPANY 


TULSA 14, OKLAHOMA 
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HOW MUCH BOND INTEREST 


Can You Afford? 


Under present conditions of low money rates, it is more important than 
ever before to obtain an adequate income from your bond account. It is 
equally essential that a bank maintain liquidity suitable to its needs. These 


conflicting requirements call for careful factual analysis. 
Here at Mellon we have developed over many years a system of bank 


portfolio analysis which we believe can be profitably applied by any bank. 
Some such approach appears to be essential to maintain earning power 
under conditions of low interest rates, limited loan demand and a rising 


level of costs. 
We will welcome an opportunity to discuss this with you. 


MELLON NATIONAL BANK 
AND TRUST COMPANY 


PITTSBURGH 30, PENNSYLVANIA 





MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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advanced from assistant manager to 
vice-president and manager. 


+ 


When R. E. McNeill, Jr., was 
elected recently to the presidency of 
Central Hanover Bank and Trust 
Company in New York, he told the 
employees that he was no different a 
person than he was before the elec- 
tion. “I am to play another posi- 
tion, but I am on the same team.” 
Mr. McNeill has been in banking for 
20 years and has worked in every 
department of a modern bank. 

He was born in Live Oak, Florida, 





and before he was out of high school 
he was conducting an active business 
as a broker of watermelons and 
cucumbers. He intended to study 
law and laid out a course of study 
for himself under which he would 
have graduated in about two years. 
The college dean, however, did not 
agree to this streamlined course and 
Mr. McNeill went back to his water- 
melon business. 

At the age of 19, he bought an 
interest in a naval stores business, 
managed it successfully, and sold out 
at a profit within a few years. 

His association with Central Han- 





This man knows how to 


other men’s heads 








WENVTRA-TORE 


Before Jim Harris became president he 
learned the terrific value of other men’s 
ideas. He learned to use other men’s 
minds in group thinking—for their good 
and the good of the company. 

When we showed him the “Y and E” 
Conference Top desk he looked it over 
carefully. Finally he said, ‘That is for 
me—and it is for every one of our offi- 
cers. It is wonderful . . . for two reasons: 
First, a group can pull right up and go 


to work without wasting a minute. 
And second, it is a constant reminder 
...@ reminder that the real purpose of 
a big desk is to give all your men 
room to put their ideas on it.” 

Your needs may be like Jim Harris’— 
or quite different. “Y and E” makes 
office equipment of all types that can 
help you make your office more effec- 
tive. For complete information call 
your local “Y and E” representative. 
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R. E. McNEILL, Jr. 


A popular choice 


over began in 1929, when he joined 
the Central Farmers Trust Company 
in West Palm Beach, Florida, in 
which Central Hanover had a sub- 
stantial interest. Eventually, he 
became president of the Atlantic 
National Bank of West Palm Beach, 
and then came to Central Hanover 
as a vice-president in 1940. 

Bank affairs keep him pretty well 
tied to his desk, but whenever the 
occasion arises, he enjoys shooting 
and fishing. .He has no use for fly- 
fishing, but speaks nostalgically of 
plug-casting for large-mouth bass 
down in Florida. 

All of his close friends call him 
“Jeff,’ a family nickname. His 
election has been very popular with 
the employees of Central Hanover. 
“IT know the problems which you 
face,’ he told the staff, ‘and my 
office door is always open.”’ Typical 
of the new president is his action 
when his office was filled with floral 
displays after his election. ‘“‘Jeff” 
McNeill immediately had them dis- 
tributed around the bank so that 
everybody could enjoy them. 


¢ 


A commercial bank officer, Milton 
T. MacDonald, vice-president of 
The Trust Com- 
pany of New 
Jersey, Jersey 
City, has been 
nominated as 
the next presi- 
dent of the 
Mortgage 
Bankers Associ- 
ation of Amer- 
ica, and his elec- 
tion will follow 
at the group's 
37th annual 
convention to be held September 
27-29 at Hotel Statler, Detro't. 
Mr. MacDonald has been with tie 
Jersey City bank since 1932. in 





M. T. MacDONALD 
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Ht 
| NATIONAL BANK OF DETROIT 
DETROIT, MICHIGAN 
Complete Banking and Trust Service 
STATEMENT OF CONDITION, APRIL 24, 1950 
RESOURCES 
Cash on Hand and Due from Other Banks _. $ 284,375,773.54 
ned — United States Government Securities _ 4# 688,475,935.84 
any | Other Securities. : ; / ; ‘ ; 105,341,727.11 
in Loans: 
= Loans and Discounts . : , ; . $ 217,360,409.24 
fe ' Real Estate Mortgages ee ae 49,873,456.71  267,233,865.95 
ich, Accrued Income and Other Resources : ; 5,621,560.09 
ver | Branch Buildings and Leasehold Improvements 2,134,268.94 
Customers’ Liability on Acceptances and 
= LettersofCredit . . . . ... 1,469,760.48 
i $1,354,652,891.95 
fly- | LIABILITIES 
of | Deposits: 
ass | Commercial, Bank and Savings. . . $1,136,720,231.27 
i . United States Government . ; ; : 76,026,645.09 
His fl Other Public Deposits. 2 5. 68,153,112.54 $1,280,899,988.90 
ith | Accrued Expenses and Other Liabilities . 6,164,862.56 
er, Dividend Payable May 11,1950... 600,000.00 
you Acceptances and Letters of Credit. ; , 1,469,760.48 
a | Reserves . : ‘ ; , ‘ 7 . ‘ 3,847,357.80 
"a | Capital Funds: 
ral if Common Stock . ; ; ; ‘ . $  15,000,000.00 
ff” Surplus . ; : ; ; : ; ‘ 35,000,000.00 
lis- _ Undivided Profits . ; ' , : ‘ 11,670,922.21 61,670,922.21 
hat $1,354,652,891.95 
United States Government Securities carried at $119,552,560.08 in the foregoing state- 
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recent years he has been particularly 
active in Washington affairs concern- 
ing the mortgage industry. 


. 


For its distinguished service to 
agriculture in Georgia in 1949, the 
First National Bank of Cartersville 
was chosen to receive the Robert 
Strickland Agricultural Memorial 
Award presented annually by the 























Trust Company of Georgia. The R. H. BOLTON J. C. BOLTON J. W. BOLTON G. W. BOLTON 
award includes both a bronze plaque ae en ae 
and the opportunity to select a ““R. H.” is fourth Bolton to head Louisiana Bankers Association 


student in the bank’s area to receive 
a $2,000 scholarship to any college of 


ers Association, and the accompany- Co. in Alexandria, is the fourth 
ing view shows Marshall B. Hall member of the immediate Bolton 
(left), Trust Company of Georgia, family to head the Association. 

giving the scholarship check to The first was Colonel George: W, 
W. N. Shadden, executive vice- Bolton, who was elected president 
president, First National Bank of of the L. B. A. at its organization in 
Cartersville. At the right is Clyde 1900. Colonel Bolton was founder of 
C. Medlock, agricultural agent for the Rapides Bank, and_ president 
the latter institution. from 1888 until 1912 when he became 
chairman of the board, which posi- 








’ tion he occupied until his death in 
A sequence of events unique in the 1931. 
history of banking has culminated James Wade Bolton, son of 
Plaque and scholarship check in the election of Robert H. Bolton Colonel Bolton, was president of the 


as president of the Louisiana Bankers Association in 1916-1917. He served 

Association, on the occasion of its as president of Rapides Bank from 
agriculture in Georgia. The pres- 50th anniversary. 1912 until his death in 1936. 
entation was made at the recent Mr. Bolton, executive vice-presi- One of his sons, James C. Bolton, 
annual meeting of the Georgia Bank- dent of the Rapides Bank & Trust who has been president of the bank 















Your Service Knows No Boundaries 
when you sell 


NATIONAL CITY BANK 
TRAVELERS CHECKS 


You actually extend your service . . across the country . . around 
the world . . when you sell your customers National City Bank 
Travelers Checks. For wherever they go, they will carry the world’s 


safest form of travel currency . . and a feeling of good will towards 
your bank. 





You will find that clients appreciate advice to buy National City 
Bank Travelers Checks when they withdraw funds for travel. Just a 
reminder will frequently result in transactions that are mutually 
profitable . . security for your customer . . increased earnings for 
your bank. Remember, you retain all the selling commission on the 
checks you sell — 3% of 1%. 
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A check worthy of the occasion conveys more than good wishes. When 
written on a really fine safety paper, it leaves the impression of good 
taste that quality always evokes. Most of the important banks in the 
country have their checks lithographed on La Monte Safety Paper. 
La Monte papers are not only top quality in design and manufacture, 
they provide the utmost in check protection. Your Lithographer will 
be glad to show you samples. 


A Check Paper All Your Own 


Thousands of banks and many of the larger corporations use La Monte 
Safety Papers with their own trade-mark or design made in the paper 
itself. Such INDIVIDUALIZED check paper provides maximum protection 
against both alteration and counterfeiting—makes identification positive. 





THE WAVY LINES ® ARE A LAMONTE TRADE-MARK 





since 1936, ably headed the L. B. A. 
during the trying days of 1933-1934. 

So, it was eminently fitting that 
another son, Robert Bolton, should 
be chosen to head the Association in 


its 50th year. Like the other mem- 
bers of his family, he has been an 
active leader in the civic as well as 
financial life of the community, and 





YOU CAN CASH CHECKS 









‘STEERS 241rRONG 


TRect “ann 


CURRENCY RACK 





his popular and convenient style 

Rack holds a moderate quantity of 

bills of various denominations rendered 
easily available for quick handling. Makes 
cashing of checks a speedy procedure. 
Base is of enameled aluminum, 6% in. 
square. The four 7 in. nickeled steel Posts 
date the led t 


A very handy device. 





weight. 


The C. L. DOWNEY Company 


HANNIBAL, MISSOURI 


Worlds Largest Mfrs of Coin Wrappers 














SIGNS and NAMEPLATES 


of SOLID BRONZE and ALUMINUM 
—————— Tl 






| 
What could be more impressive than 
dignified Bank Sicns, Desk Siens, 
Te.iters Namep.iates, Erc., of solid 
bronze. Send for our free catalog 
showing various styles. 

“Bronze Tablet Headquarters” 


UNITED STATES BRONZE SIGN CO., Inc. 
570 Broadway, (Dept BC) N.Y.12,N.Y. 























SECURITY 
DEPOSITORY BAGS 


New low-priced bag with secure lock, em- 
broidered lettering, cardholder included. 
Write for literature. 







26-31 E. McWilliams Street 
« FOND DU LAC, WISCONSIN 











in 1942 received the Junior Chamber 
of Commerce Distinguished Service 
Award as the outstanding young 
man of Rapides Parish. 

There are three other Boltons in 
the bank. Vice-president Frank 
Bolton, a son of Colonel George W. 
Bolton, has been with the institution 
since its founding in 1888 and is still 
active. With him are two of his 
sons, Vice-president Frank R. Bol- 
ton and Ralph E. Bolton, assistant 
cashier. 

Truly a remarkable banking fam- 
ily, these Boltons! 


¢ 


Newest member of the staff at the 
Camden Trust Company, Camden, 
New Jersey, is George D. Cherry, 
who has been as- 
signed to duty in 
the trust depart- 
ment as vice-presi- 
dent, succeeding 
the late Judge J. 
A. Baldwin. Mr. 
Cherry recently 
resigned as vice- 
president and 
trust officer of The 
First National 
Bank of Jersey 
City, New Jersey, after serving there 
for 18 years. He is a past vice- 
president for New Jersey of the 
A. B. A.’s trust division and is 
presently a member of the committee 
on trust information. 





G. D. CHERRY 


+ 


Recently named first vice-presi- 
dent of Credito y Ahorro Ponceno, 
Puerto Rico, is Jorge Bermudez, 
formerly manager 
of the San Juan 
Branch. In the 
past he has been 
assistant treasurer 
of Puerto Rico and 
professor of money 
and banking at the 
University of 
Puerto Rico. An- 
tonio S. Arias, 
manager of the 

ead office at 
Ponce, has been advanced to vice- 
president and manager; he joined the 
bank when it was established in 1895. 
Heraclio R. Amadeo, assistant 
manager, head office, has been pro- 
moted to vice-president. 

A former assistant manager at the 
San Juan Branch, Roberto Villa- 
nueva is now vice-president and 
manager, while another assistant 
manager, Francisco Fantauzzi, has 
been made an assistant vice-presi- 
dent. The following managers at 
other branches have been promoted 
to vice-presidents and managers: 
Rafael Pagan, Mayaguez Branch; 














J. BERMUDEZ 








Angel A. Burckhart, 
Branch; Aristides Santoni, \re. 
cibo Branch; and Jacinto O tiz, 
Yauco Branch. 


Guay ima 


¢ 


The Guaranty Trust Compar y of 
New York, New York City, has 
named Robert B. Menapace a; 
vice-president and Ralph E. Kim. 
pel as second vice-president 0! the 
company. Both are foreign depart. 
ment officers associated with the 
bank’s Latin American division. 
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A bust in heroic size of the late 
A. P. Giannini was unveiled at the 
Bank of America head office in San 
Francisco on May 6, eightieth anni- 
versary of the famed financier’s 


birth, during the bank’s first formal 
observance of Founder’s Day. 

The ceremonies were held on the 
administration floor, near the big 





ANNE and VIRGINIA GIANNINI, and CARL F. 
WENTE 


Participate in dedication 


desk where ‘‘A. P.”’ liked to work in 
the open, and were broadcast overt 
all California stations of a radio net- 
work. Carl F. Wente, vice-chair 


man of the general executive com- Bis 


mittee and a director of the bank, 
made the dedicatory address, citing 
the changes in modern banking prac- 
tice for which Mr. Giannini 
responsible in large measure. Mr. 
Wente announced that Founder's 
Day would hereafter be an annual 
event. 

After the dedicatory address the 
drapes were released by Anne and 
Virginia Giannini, daughters 0 
President L. M. Giannini, revealing 
the large bust which with its base is 
eight feet high. 

¢ 


At the annual meeting of the si ock- 
holders of Forty Fort (Pennsylv::nia) 


State Bank, John B. Rutkowski, F 


director and cashier at the bank, wa’ 
elected president, succeeding the late 
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cler’s ... the new easy action keys, the new feather touch 
yrmal motor bars. Key touch is 33% lighter; motor bar 
action is 75% easier. It’s obvious why fatigue is so 
1 the much reduced with the new Burroughs. 


Operators Prefer: 
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H. B. Glidden. 
became affiliated with the bank in 
1927, is a graduate of Wharton School 
of Finance and the Graduate School 
of Banking at Rutgers University. 


Mr. Rutkowski, who 


+ 


Mrs. Evelyn B. Wirebaugh has 
been named auditor of the Miami 
Beach First National Bank, Miami 
Beach, Florida. 

+ 


Duncan H. Newell, Jr., formerly 
with the Old Colony Trust Company, 
Boston, has been elected vice-presi- 
dent in charge of the trust depart- 








Commuter’s 
Special 
"MR. MONEY BAGS RIDES TO WORK” 


Ball-bearing and noiseless—here 
is your answer to mobile banking 
efficiency. 


BODY—Heavy gauge steel; welded throughout. 


WHEELS—4” diameter, rubber tired, rear are 
swivelled. 


LOCKS—Paracentric key, all keyed different, but 
ail open on Cashier's master key. 


SHELF —Removable. 
FINISH—Olive green enamel. 
SIZE—40” long x 20” wide x 36” high. 


COMPARTMENT—14" high x 19%” wide x 19%" 
deep. 


$135.00 F. O. B. Philadelphia 














THE BANK VAULT INSPECTION CO. 


1809 CALLOWHILL 
PHILADELPHIA 
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ment of the First Portland National 
Bank, Portland, Maine. He suc- 
ceeds Ralph A. Bramhall, who re- 
signed early this year to devote all 
his time to Maine Bonding & Casu- 
alty, of which he is president. 


+ 


A nationally known elder states- 
man of banking, Frederick Lock- 
wood Lipman, retired board chair- 
man of the 
Wells Fargo 
Bank & Union 
Trust Co., San 
Francisco, died 
of a heart at- 
tack May 11 at 
the age of 84. 
He was stricken 
suddenly when 
about to leave 
home for an- 
other active day 
at his bank of- 
made daily for 


F. L. LIPMAN 


fice, a journey he 
more than 67 years. 

When a lad of 17 he became an 
assistant note clerk at the old Wells 
Fargo Bank in 1883. As cashier in 
1906 at the time of the San Fran- 


| cisco earthquake, he sent one of the 


last wires to leave the burning city, 
urging the bank’s New York corre- 
spondent to rush $3 million. This 
enabled Wells Fargo to pay out large 
sums to depositors immediately. Mr. 
Lipman served as president for 15 
years, and as board chairman for a 
like span, until his retirement Janu- 


| ary 6, 1949. He continued to remain 
| active as a director, with an office on 


the bank’s ninth floor. 
2 


Recently named vice-president of 
the Federal Reserve Bank of New 
York was William F. Treiber, 
formerly assistant vice-president. 
Mr. Treiber, who joined the Federal 
Reserve Bank as an assistant counsel 
in 1934 and served as secretary of the 
bank from 1942 to 1949, became an 
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assistant vice-president in 1945. As 
vice-president he will have general 
administrative duties as an assist int 
to the president and the first \ 
president. 


‘e- 
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William D. Meacham has tre. 
signed as an assistant vice-president 
of The First Na- 
tional Bank in St. 
Louis, and has 
joined The First 
National Bank of 
El Dorado (Ar- 
kansas) as a vice- 
president. He 
started his bank- 
ing career with the 
First National 
Bank of Clarks- 
ville, Tennessee, 
and worked closely with President 
C. W. Bailey in developing that 
institution’s well-known agricultural 
program. 





W. D. MEACHAM 


S 


Three personnel changes have been 
made recently at the Manufacturers 
Trust Company, New York City. 

The new supervision vice-president 
of the trust company’s Brooklyn and 
Queens offices is Walter R. Miller, 
vice-president, who succeeds the late 
Frederick W. Bruchhauser. 

The company’s representative in 
Indiana, Illinois 
and Iowa, Joseph 
Snyder, formerly 
assistant treas- 
urer, has been ap- 
pointed an assist- 
ant vice-president. 
Mr. Snyder began 
his banking career 
in 1920, coming to 
Manufacturers 
Trust in 1929. 

In addition to 
administering pension trusts already 
established at Manufacturers Trust, 
Anthony J. Kearshes, a recently 
newly-appointed trust officer in the 
pension division of the personal trust 
department, will assist employers in 
designing pension plans. 








J. SNYDER 


o 


No successor has yet been named 
for Raymond W. Duning, execu- 
tive manager and secretary-treasuref 
of Robert Morris Associates, who 
died recently from a heart ailment. 
Mr. Duning first joined the Asso- 
ciates in 1921 as assistant to the 
executive secretary. He later was 
with the Northern Trust Company 
in Chicago for 11 years, but rejoined 
the Robert Morris organization 10 
1941 as executive manager and made 
a marked contribution to its progress. 
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Overseas Investments 


Gordon R. Ball, general. manager of 
the Bank of Montreal, heads a new 
government-appointed Advisory Com- 
mittee on Overseas Investments. Di- 
rectors of leading Canadian business 
firms and financial institutions make 
up the committee established to find 











GORDON R. BALL 


Heads Advisory Committee on 
Overseas Investments 


ways and means of increasing private 
investment in the sterling area and 
other foreign countries. 

In announcing the formation of the 
committee, Canadian Finance Minister 
Douglas Abbott stated that “the 
Canadian Government believes that if 
private Canadian funds can find suit- 
able outlets for productive investment 
in overseas countries, a contribution 
will thereby be made toward achieving 
a better balance in Canada’s trade with 
both the sterling and the dollar coun- 
tries.” 

The committee was set up as a 
result of the tripartite monetary dis- 
cussions held in Washington last 
Sepiember between Canada, United 
States and Great Britain. At that 
conierence Canada agreed that a freer 
flow of productive investment from 
Nor‘h America is one of the appropri- 
ate private ways of dealing with the 
seri us shortage of dollar fund re- 
Ser\s in the sterling area. 

Te Canadian committee has been 
ask: 1 to look into (1) opportunities for 
Inve ‘tment overseas, particularly in 
the sterling area, by Canadian busi- 


Jun... 1950 





By JAMES MONTAGNES 


ness, (2) obstacles in the way of such 
investments, either through Canadian 
or foreign conditions, (3) how these 
obstacles can be overcome, (4) how can 
Canadian private investors be more 
widely acquainted with suitable oppor- 
tunities for investment overseas. 

The only other banker on the com- 
mittee is C. E. Gravel, president of the 
Banque Canadienne Nationale, Mont- 
real. 

Sl > * 


Trust Company Legislation 


The Ontario government has enacted 
legislation to enable trust companies 
operating in Ontario to set up common 
trust funds, funds in which money be- 
longing to a number of estates and 
trusts under trust company adminis- 
tration are combined for investment 
purposes. The new trust fund is ex- 
pected to provide greater stability of 
income for clients through greater di- 
versification in risks and reduction in 
administrative costs. It is expected to 
be particularly valuable to benefici- 
aries under small and medium sized 
estates where investment channels 
have been sharply limited because of 
small capital available. 


7 ° 


Moving Day 


When the main branch of a big city 
bank has to move to new quarters, it 
is a major operation which must be 
performed without the loss of a single 
business hour. Planning is the main 
occupation of top executives for 
months prior to such a move, as the 


C. V. Hutchinson, Bank of Nova 


Scotia, plans main banking floor 


staff of the Toronto branch of the 
Bank of Nova Scotia has found out. 

The Bank of Nova Scotia is sched- 
uled to move to its new offices towards 
the end of the year, and the Toronto 
branch will occupy the street floor and 
two basements of a new 25 story 
building. Currently the Toronto 
branch is spread through a number 
of adjoining buildings, space having 
been added over the years as the bank 
grew. Now all will come under one 
roof in a modern setting, and there is a 
chance to gain the utmost efficiency in 
the various departments making up 
the branch. 

The accountant of the main branch 
in Toronto, C. V. Hutchinson, directed 
the job of planning the layout of all 
departments as well as furniture and 
equipment details. He started last 
December. The basic thought was to 
improve customer service and to in- 
crease operating efficiency. 

A meeting was called with each 
department head and requirements of 
each department as to space were esti- 
mated. Miniature office furniture, 
built to scale, was supplied to the 
accountant, along with a scaled plan 
with squares representing every square 
foot of floor space. Armed with the 
model office furniture, desks, chairs, 
filing cabinets, tables, typewriters, 
etc., the various department heads 


were asked to place the furniture in the 
space assigned to their departments on 
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the scale floor plan of the main banking 
lobby, security department and vault 
sections. 

Then the accountant with an office 
planning specialist went over the 
placing of the furniture with each 
department head to increase efficiency 
of operations and obtain the best use 
of floor space available. Following 
this, the Toronto branch manager and 
assistants, with assistant accountants, 
reviewed the entire layout, and each 
had some ideas which could be readily 
tried out with the movable scale furni- 
ture on the scale floor plans. 

When all furniture had been placed 
to best advantage, a survey was taken 
of what furniture was needed, and the 
entire visual movable plan was put on 
paper, with color being used to show 
the various furniture and equipment. 

A tour of all departments was then 
made by the planning specialist and 
Mr. Hutchinson to study individual 
functions in each department and to 
determine what additional furniture 
and equipment would be necessary. 
Subsequently, a listing of the furni- 
ture was made and on the basis of this 
survey, which took many days to 
complete, tenders will be called for 
new furniture and equipment for the 
entire Toronto branch. It is of interest 
to note that, wherever possible, fire 
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protected equipment at point of use 
is planned, to save moving rec rds 
daily into fireproof vaults. 


Sd ° ¢ 


Exchange Control Reports 


Canada’s deficit in current transac- 
tions with the United States increased 
from $393 million in 1948 to $594 
million in 1949, Graham Towers, 
chairman of the Canadian Foreign 
Exchange Control Board reported ‘at 
Ottawa on May 1. The increase was 
caused mainly by higher expenditures 
for imports, a stepping up of Canadian 
travel south of the border, and an in- 
crease in the amount of interest and 
dividend payments on U. S. invest- 
ments in Canada. The Dominion did 
not do any borrowing in the United 
States in 1949 except for refunding 
purposes, the report states. 

Dealing with devaluation and for- 


eign trade, Graham Towers states in } 


his report that “the emergence of a 
new structure of overseas exchange 
rates is a development favorable to 
Canada, since the likelihood of Canada 


being able to continue to sell a reason- } 
ably large volume of goods to the} 
sterling area and Western European | 
countries depends to a great extent on } 


their ability to export more to this 
hemisphere.” 

Mr. 
proved competitive position of sterling 
area and Western European producers, 


compared with United States pro- | 


ducers, should provide a price incentive 


for Canadian importers to shift from } 


United States to overseas sources for 
their imports .. . To the extent that 
such a shift occurs in due time, the 


Canadian balance of trade with each | 


of the areas will be improved. 
A total of $88 million of new U. S. 


funds flowed to Canada for investment } 


in 1949. 
 ¢ 


Advertising 


“The bank with 730 front doors” | 


was the heading for a recent advertise- 


ment of the Royal Bank of Canada, a | 
telling way of mentioning that the | 


bank operates 730 branches, 669 in 
Canada and the remainder abroad. 
Copy was illustrated with drawings of 
various branches, from the log cabin 
at Goose Bay, Labrador, to the ultra- 
modern suburban branch at Winnipeg. 


¢ 4 + 


New Publications 


The Montreal Trust Company, 
Montreal, has started a bimonthly 
periodical entitled “Forethought,” 
which deals with the conservation ol 
estates. It is designed as a medium 


Burroughs Clearing House 


Towers added that the im-} 
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for maintaining friendly contact and 
js non-technical in nature. 

The Canadian Government’s Indus- 
trial Development Bank, with offices 
at Montreal, Toronto, Winnipeg and 
Vancouver, has issued a booklet on its 
operations. The booklet deals with 
the reasons for the establishment of 
the IDB in 1944, tells who can borrow 
from it, how to apply for loans, re- 
quirements for obtaining credit, how 
loans can be repaid, and how the 
bank’s departments can be useful to 
smal! business. 


° ¢ ¢ 


Personnel Changes 


J. R. P. Wadsworth has been ap- 
pointed superintendent of branches for 
Alberta of the Canadian Bank of Com- 
merce, head office Toronto, succeeding 
H. M. Turner, promoted to superin- 





tendent at Toronto. Mr. Wadsworth 





EVAN MORTON J. WADSWORTH 


started with the Standard Bank of 
| Canada in 1928, and when that bank 
was amalgamated with the Canadian 
Bank of Commerce later that year he 
was posted to various Ontario branches. 
He became assistant manager at the 
main Toronto branch in 1945. 
| Evan Morton has been appointed 
| public relations officer of the Canadian 
Bank of Commerce at Toronto. He 
was formerly with McKim Advertis- 
ing Limited, Toronto, and has been on 
newspapers in Canada and Great 
Britain. 

At the annual meeting of the Do- 





minion Mortgage and Investments As- 
sociation at Toronto, Henry E. Lang- 
ford, general man- 
ager of the Char- 
tered Trust Com- 
pany, Toronto, was 
elected president, 
succeeding P. S&S. 
Bower, assistant 
general manager, 
Great West Life 
Assurance Com- 
pany, Winnipeg. 
Vice-presidents 
elected were M. J. 
Sm ch, president and general manager, 
Equitable Life Insurance Company of 
Canada, Waterloo, and G. C. Lindsay, 
ger-ral manager, Toronto, General 
Trists Corporation, Toronto. 
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THE PIPELINE 
TO PROGRESS 


THE DOMINION BANK 
through its branches in West- 
ern Canada is well informed 
on oil and other developments 
and invites your enquiries. 
Write to any of our branch 
managers in Western Canada 
or the Supervisor, Foreign 
Department, Head Office or 
our Agent at New York. 


! 


\ 
\\ 


DULL 
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THE DOMINION BANK 


HEAD OFFICE, TORONTO 
BRANCHES THROUGHOUT CANADA 


49 WALL STREET 
NEW YORK, N.Y. 


‘AIDING 


3 KING WILLIAM STREET 
LONDON, E.C.4, ENG. 


IN THE DEVELOPMENT OF CANADA SINCE 1871" 











TO BE ON THE LEVE 
--- They Go Crooked 


@ Which way would you rather drive—to steer 
along a level, gently curving road, or shift gears 
to go up-hill and down-dale? Which way would 
you cover more miles per day, get more miles 
per gallon? 

Make it acres instead of miles, and you see 
how farmers profit from the day they start farm- 
ing on the contour—why they wouldn’t think 
of going back to the old way, once they have 
made the change. Besides the time they gain and 
the fuel they save, they get increased yields— 
sometimes as much as 50 per cent more. 

Yet all these immediate gains are only inci- 
dental to the thing of prime concern to banks. 
That is protection of soil from erosion and 
preservation of permanent land values, both as 
security and as the source of community pros- 
perity. 

For all its rewards, contour farming lags in 
adoption. Habits are hard to change. To inform 
and inspire farmers is the purpose of the book- 





let “Level Farming on Sloping Fields” and the 
full-color sound movie of the same name. They 
portray methods worked out by the Soil Con- 
servation Service, state extension services, etc., 
and urge farmers to get technical counsel from 
these agencies. 

Let us send you a sample of this booklet, or 
a supply if you can put it to good use. Let us 
mention, too, our belief and our policy—that 
the financing of farm machinery sales is business 
that belongs to local banks. J. I. Case Co., 
Racine, Wis. 





FULL-COLOR MOVIES 


Motion picture films with sound are available in 16 
mm. size for showing to schools, civic groups, farmer 
meetings, conservation clubs, etc. Some of the subjects 
are terracing, contour farming, pond-building. Send 
for latest edition of ‘Visual Education Materials’—a 
catalog of Case films, booklets, wall charts. Address 
Educational Division, J. I. Case Co., Racine, Wis. 
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THE BOOKLET COUNTER 








New Booklets 


State and Municipal Securities 
... Lhis is a new, comprehensive study 
of tax-exempt state and municipal 
securities just released by C. J. Devine 
& Company. The major topics in this 
new booklet are an analysis of the 
salient features of state and municipal 
obligations with a description of their 
types, tax status, maturities and form; 
a monthly summary of the state and 
municipal bond market in 1949; a 
description of major Federal-, state-, 
and city-assisted public housing pro- 
grams in effect early in 1950 and a 
summary of special types of tax-exempt 
securities. 

In addition, the booklet contains 
21 pages of statistics in tabular form, 
including annual volume of state and 
municipal debt outstanding; major 
bond flotations in 1949; trend of the 
municipal bond market from 1940 to 
1949 in chart form; tax status of state 
and municipal obligations, by states, 


) and state commercial bank investment 
| limitations. 


Lending Policies Today ... 


| Three compelling reasons why banks 


should re-examine their lending poli- 
cies, according to M. D. Jenkins, vice- 
president, First National Bank, Hous- 


| ton, Texas, are earnings, public rela- 


He suggests 
the necessity, in formulating policy, 
of supplying just credit, especially for 


| productive purposes, to solvent and 


deserving customers as a means of 
fortifying the position of the chartered 
banks. He then reviews loans under 
six general classifications: agriculture, 
real estate, oil, commodity, commer- 
cial and industrial, and consumer 


loans —and applies the principles out- 
lined. 


We Have The Inflation Habit 
-. . The Northwestern National Life 





i hese booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
quests are referred promptly to the 
»roducers. Simply address requests 
n bank or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 
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State and Municipal 


Securities 


A reference book for investors 


in tax exempt securities 


1950 EDITION 


C. J. DEVINE & CO. 





A helpful guide 


Insurance Company, in a series of six 
reports, shows—simply and _ under- 
standably —how inflation works and 
what it is doing to the savings and 
general security of the American 
people. The reports, written for serial 
publication in newspapers, explains the 
relationship between deficit spending 
by the government and the buying 
power of the dollar. The articles fol- 
low the inflationary trend in the 
United States from 1939 through 1949, 
explain the pyramidal effect of its 
growth, and discuss the three steps 
requisite to curing the inflation habit 
in America. 


Investment Facts... This book- 
let is a summary of investment facts 
about common stocks published by the 
New York Stock Exchange. It was 
designed to interest individual inves- 
tors and to introduce them to the 
various factors of ownership of shares 
in American industry. The booklet is 
a digest of discussions that have 
appeared in The Exchange Magazine, 
published monthly by the New York 
Stock Exchange and includes tabular 
references of common stocks of vari- 
ous companies on which dividends have 
been paid annually, without exception, 
for at least 20 years. 


Rights For Robots. . . Sir Ernest 
Benn, noted English author and lec- 
turer, presents his views on socialism 
as it exists in England today. In de- 
crying socialism as the bane of free- 










dom and individualism, Sir Benn 
examines the living standard, the price 
and wage mechanism, and the law of 


-supply and demand under socialist 


experience. 

The booklet is published by The 
Foundation for Economic Education. 
Single copies are free and prices will 
be quoted on bulk supplies. 


What Happens After A Bank 
Modernizes . . . A detailed report 
hased on the actual case histories of 
50 banks. Figures on bank business 
at each of the banks are listed before 
and after modernization. Dollar figures 
are then converted into percentages for 
the purpose of comparison with the 
national averages of all banks. The 
report includes deposit progress charts 
of specific banks, a summary on the 
general improvements of all banks 
reporting, and comments concerning 
deposit increases following moderniza- 
tion. 


Still Timely 


Trust Is A Big Word. . . This 
booklet was prepared by the United 
States Trust Company of New York, 
New York City. It is of special inter- 
est to individuals, corporations, educa- 
tional and charitable institutions, law- 
yers and others engaged in the han- 
dling of estates, trusts, and property 
management. The booklet begins 
with a brief history of the company 
and covers the basic development of 
the trust principle and: trust services 
currently offered. 


United States Government Se- 
curities and the Money Market 
. The Bankers Trust Company, 
New York, in its annual review of 
government securities and the money 
market, covers such topics as the 
federal debt, changes in the condition 
of banks, bank credit conditions and 
interest rates, debt management and 
institutional investors, credit control 
and debt management, the implication 
of budget deficits, and the outlook for 
1950. 


Mortgage Reference Manual... 
An informative booklet of interest to 
banks for distribution to customers and 
mortgage holders. The booklet, which 
can be used as a handy reference for 
customers, describes the three types of 
mortgages available — the conventional, 
FHA and veterans —repayment plans, 
and the insurance plans. 
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wore and 
more banks 


are giving depositors better, faster service with 


BURROUGHS 
COMMERCIAL TELLER’S 
MACHINE 






Amsterdam National Bank, Amsterdam, New York. 


Newport, Newport, Washington. 


4 


“Between 15% and 20% speed-up in customer service ... 
faster balancing .. . facilitates location of errors. Particu- 
larly pleasing to customers.” Red River National Bank, 
Grand Falls, North Dakota. 


Banks from coast-to-coast are adopting Bur- 
roughs Commercial Teller’s Machines . . . to 
keep lobby lines moving faster . . . to save time 
in teller proving ... to increase their customer 
goodwill. Learn how easily you can apply 
Burroughs Commercial Teller’s Machines to the 
betterment of your bank’s service. Get the facts 
from your Burroughs man today! 


WHEREVER THERE’S BUSINESS THERE’S 





: ie 
Burroughs =e 


“An outstanding service to customers . . . faster win- 
dow transactions .. . more depositors served in less 
time.” Rumford Falls Trust Company, Rumford, Maive. 


Burroughs Clearing Hous 





“Speed up tellers’ work during business hours .. .«cut at 
least thirty minutes daily for each teller in balancing.” The 


“Advantages most noticeable are reduction in stationery 
costs ... depositor appreciation of neat, accurate receipts 
... time saved in completing work.” Farmers State Bank of 
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COURT DECISIONS 








Holder of Note Loses 


A bank may forfeit its rights as 

holder in due course of a note which it 
has acquired from the payee if it 
appears that the relationship between 
the bank and the payee was too close 
and the bank’s knowledge of the 
payee’s affairs and methods of doing 
h business was too extensive. At least 
that inference may be drawn from a 
h recent Louisiana case. 
f There a purchaser of a display 
Hcounter from an equipment dealer 
Hsigned a sales contract, a chattel 
i mortgage and a negotiable note for 
the balance of the purchase price. The 
) dealer negotiated the note to a finance 
company, which sued the maker when 
he failed to make installment payments 
; as specified in the note. 

The two chief defenses made by the 
maker were lack of consideration for 
the note and a denial that the finance 

company was a holder in due course. 
| The evidence showed that the dis- 
) play counter had never. been delivered 
Hand that the maker had canceled his 
order not long after he had signed the 
note and other papers. This estab- 
lished lack of consideration for the 
note, but of course that defense would 
not be available against the finance 
company as a holder in due course of 
the note. 

The contract of sale and chattel 
Jie and the note were prepared 









in the dealer’s place of business by an 
employee on printed forms. One of the 
instruments recited that the display 
counter had been that day sold and 
delivered, though actually it was never 
delivered at all. The note recited that 
it was payable at the office of the 
finance company. The maker signed 
the note and chattel mortgage at a 
place where an X mark had been made. 

After the execution of the papers 
the dealer’s employee took them to the 
office of the finance company. There 
the documents were witnessed by two 
employees of the finance company who 
had never seen the maker and had not 
) been near the dealer’s place of business 
When the transaction was made. One 
of ihese witnesses appeared before a 
hoiiry public, who was secretary to 
the finance company’s attorney, and 
exe uted an acknowledgment stating 
the she had signed the instrument as a 
Sul -ribing witness and that same had 
bee signed by the maker inher 
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District of Columbia 


presence and in the presence of other 
subscribing witnesses. 

The maker never made any pay- 
ments on the note, but the dealer paid 
several monthly installments to the 
finance company, then ceased paying. 

Thereafter the maker received from 
the finance company the first notice 
he had ever had that he was indebted 
to anyone in this transaction. He 
promptly went to the finance com- 
pany’s office and from a_ telephone 
conversation which the finance com- 
pany’s manager had with the dealer 
he inferred that the manager con- 
sidered him a “‘victim”’ of the dealer. 

More than a year later the finance 
company sued the maker for the bal- 
ance due on the note. 

Discussing this complex situation, 
the Louisiana court said: 

“Once a defendant has established 
want of consideration or other defect 


By CHARLES R. ROSENBERG, Jr. 


Member of the Bar of Pennsylvania and of the 


in the title of one transferring a 
negotiable instrument, the burden is 
then upon the holder not only to show 
that he took the instrument in good 
faith for value, but also to go further 
and prove want of knowledge on his 
part of the infirmity or illegality. 
“The holder’s burden is not fully 
met by proof that he acquired the 
instrument before maturity and for 
value, but in order to discharge the 
burden imposed by the statute, it is 
incumbent on him to prove every fact 
necessary to constitute him a holder 
in due course, namely, that he took 
the instrument before it was overdue, 
without notice of any previous dis- 
honor, in good faith for value, and 
without notice of any infirmity in the 
instrument or defect in the title of the 
person negotiating it. To satisfy this 
burden, the holder is required to dis- 
close the facts that are peculiarly 








e LESS EFFORT for teller! 


New Principle in Currency Counting 
e FASTER SERVICE to depositors! 


e STRIKE A PROOF in record time! 


NEW CURRENCY HANDLING TIME SAVER 
‘““E-Z COUNT RACK’”’ 
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Holds all odd bills as 

received and retains 

combinations for in- 
stant packaging 











THE E-Z COUNT BILL RACK CUTS BILL COUNTING TIME IN HALF 


No bank interested in rapid and efficient currency handling can afford to overlook 
this NEW PRINCIPLE in currency counting—Eliminates rubber banding and marking 
count on bills—IiIncreases cash handling capacity—Moves traffic faster—Eliminates 
second count. Insures faster proving of cash—teller can strike a proof in a few minutes. 


Principle of Rack is to make bundles of 50 at all times. The numbers are so arranged 
that bundles of 50 can quickly be assembled by combining top and bottom sections. 
Sturdily constructed—Easy fo install in your Bill or Money Cage. 


Write today for free catalog sheet containing full information 


A SENSATIONAL NEW PRINCIPLE IN CURRENCY COUNTING 
NATIONWIDE OFFICE SUPPLY COMPANY 


“Serving the forty-eight states” 


163 Pacific Street Dept. BCH Brooklyn 6, N. Y. 











Will an embezzler spend 
the money you lend? 


Annually, American concerns suffer losses of almost 
$500,000,000 through the dishonesty of employees. 
This fact is of vital concern to any banker who 
makes commercial loans—because a single defalcation 
in a borrower’s company can make it difficult, even 
impossible, for the bank to recover its loan. 

Insist that your commercial credit applicants be 
adequately insured against employee dishonesty. Your 
local FxD representative will be glad to check the form 
and sufficiency of such coverage. This extra protection 


costs you nothing—may save you thousands. 


FIDELITY, SURETY AND BANKERS 
BLANKET BONDS; BURGLARY AND 
OTHER NEEDED FORMS OF INSURANCE 


‘OSIT COMPANY 
/Maryland 







Fipevity An 


Baltimore 


AFFILIATE: AMERICAN BONDING COMPANY OF BALTIMORE 











’ within his knowledge tending to sow 


his good faith, or, as it is someti:nes 
expressed, he must show all the cir. 
cumstances under which he took the 
paper, with a view to determining his 
good faith as a holder. 

““‘We examine the case before wu. to 
determine if plaintiff has sustaine: its 
alleged position as a bona fide ho' cer, 
The record shows that there was aq 
close relationship between the finance 
company and the payee of the note, 

“Plaintiff's agent caused two o! its 
own employees to subscribe their 
names as witnesses to the act of sale 
and further caused one of these em- 
ployees to execute a notarial acknowl- 


edgment setting forth that she had | 


witnessed the signing of the instrv- 
ment by defendant in her presence and 


in the presence of the other subscribing 


witnesses. 


“The record further establishes that | 


plaintiff's agent knew that the payee 


had negotiated other notes, each | 


secured by chattel mortgage and act 


of sale, reciting delivery of equipment } 
which in fact had not been made. The | 


fact of plaintiff's knowledge or acquies- 
cence in this practice of the payee is 
indicated, at least, by its accepting 
the past due monthly payments from 
the payee—without making demand 
upon defendant. 

“Our conclusion is that no consider- 
ation was given to defendant for the 
note sued upon and that plaintiff has 
failed to show that it was the pur- 
chaser of the note without notice of 
this infirmity. On the contrary, we 
find that the record shows that the 
facts and circumstances attending the 
transfer of the note were such as to 
charge the plaintiff with notice of the 
infirmity in the payee’s title to the 
note.” 

Judgment for the defendant. (..... 
a A CO vs. Setliff, 44 
Southern Reporter, Second Series, 167.) 


¢ ¢ ¢ 


Endorsement by Agent 


A Kentucky building and _ loan 
association issued its check to a mort- 
gage borrower named Cohen. There- 
after the association sued the drawee 
bank and a collecting bank for paying 
the check on an unauthorized endorse- 
ment. Cohen’s name had been en- 
dorsed by a purported agent named 
Frankenburger. 

Cohen had bought a parcel of real 
estate from Frankenburger and re- 
ceived a forged deed for it. He applied 
to the association for a mortgage on 
this property and received the check 
in question for the loan. The assocl- 
ation later discovered that the mort- 
gage was worthless because it was 
based on a forged deed. 

The association’s check was de- 
livered to Cohen in Frankenburzer’s 
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Advantages 





WILLIAM A. McDONNELL, PRESIDENT 
First National Bank in St. Louis 


@ There are many advantages for the public, 
the banker, the community attributable to 
Christmas Club. The public becomes thrift-con- 
scious, self-reliant; plans for financial security. 


: HEADQUARTERS FOR MEMBERS OF 


‘=? eT ae FON nt a! a 


Sirsimasd ‘Club 


Wrexsonse SY. THE INCORPORATED 


ORGANIZATION CHRISTMAS CLUB 
ORIGINATORS OF THE 
CHRISTMAS CLUB PLAN 


a A abe 


@ The banker automatically develops a large, 
logical source of new depositors, new cus- 
tomers—conversant, through regular visits, 
with the many services he offers, and with 
complete confidence in his bank. 



















@ The community has its credit, its financial 
rating and its outlook geared for success. 


@ That’s why Banks that have Christmas Club 
are Banks that grow! 


OR Ck am ee WEEK-4 
atat 


CHRISTMAS CLUB 


341 Madison Avenue, New York 17 





BJILDS SAVINGS 





FF a We 


“Bankers have come to realize more fully that 
definite public relations advantages are to be gained 


by a more intimate contact with the people. 


“Banking is a public service. With the confidence 
and support of the public it has a powerful influence 
in the whole community. Building good will and thrift 
is a primary objective, attracting confidence in and 


support for our American system of banking. 


“Christmas Club members through their regular 
contacts with the bank become potential customers 


for other services the bank offers.” 


WILLIAM A. McDONNELL 


























A CORPORATION 
FOUNDED BY HERBERT F. RAWLL 


BUILDS CHARACTER ¢ BUILDS BUSINESS FOR BANKS 
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How To 








Michigan National Bank 
Saginaw, Michigan 


with H-H-M Qewe-we or Walk-up windows 


Auto Banking is here to stay by 
popular acclaim! Its convenience 
attracts new business, and makes 
regular depositors of those unable to 
use lobby service. It saves depositors’ 
time as well as your own. It saves 
lobby and work space. It shortens 
window lines. 


Let the H-H-M Man help you offer 
this needed, profitable banking serv- 
ice. He can show you why the public 
recognizes it as banking service fitted 
to the facilities for driving and 
parking automobiles. 

He can offer you both DRIVE-IN 
and WALK-UP Auto Banking ideas 
for new or present buildings. De- 
pending upon your location and 
building program it may be to your 
interest to offer Walk-Up facilities 
. +. or, arrange for a Branch Teller 
(not a bank), of either the Drive-In 
or Walk-Up type, in your suburban 
business centers. Send for a copy of gy; 
“New Customer Appeal” describing  iff-ghe 
the functional advantages of H-H-M " 
Stainless Steel DRIVE-IN WIN- 
DOWS. Write today. 


y 


DRIVE-IN 
TELLER | 


SUBURBAN INSTALLATION ~ © 


REPRESENTED WORLD WIDE 


“he 





HERRING-HALL-MARVIN SAFE C0. 


HAMILTON, OHIO 


Builders of the world’s finest . . . Rotary Record Files ©@ Insulated Record Files @ Steel 
Transfer Files © Safes @ Money Chests © Vauit Doors @ Bank Vault Equipment 
Drive-In Windows © Night Depositories ©@ Stainless Steel Hospital and Building Equipment 
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presence. Cohen turned the creck and pr 
over to Frankenburger, who endorsed § 2° “S 
Cohen’s name and then his own and§ deve 
cleared it through his depository b ink : 
which in turn collected the check ‘rom A* ® 
the drawee bank. ser 
The association contended tha’ the} ™Y ® 
banks should bear the loss incurred jn} 2&8!" 
this transaction because they czshed} tiple 
the check without a proper authorizg. | Uurse! 
tion from Cohen for the endorsement custon 
of his name on the check. dropp' 
The banks took the position that the rhe 
association suffered no loss by reason} ¢ 1° 
of payment of the check since it gaye} help!¥ 
the check for that purpose. ‘They he = 
insisted that even though the endorse.} time f 
ment had been proper in every respect, | Wit § 
the association still would have lost} With ! 
Ruling that the banks were not} Pot @ 
liable, the Kentucky court said: as a 
“The whole difficulty goes back to} 4405 
the forging of the deed, which in no Phe 
way can be chargeable to the banks, meth¢ 
“Cohen held out Frankenburger as} SUPP! 
his' agent and attorney, and when he} 2° 
delivered the check to Frankenburger} °42 ¥ 
he knew that Frankenburger’s purpose } W"tt¢ 
was to cash it. He impliedly author-} Ve | 
ized Frankenburger to do whatever} ™ontl 
was necessary to obtain the cash, in-} @Ve 
cluding signing his name as endorser. of the 
“He represented to the association § °° 
that he was the owner of the realf SUPP! 
estate and, relying upon his representa-} P!€P® 
tions and the execution by him of the} ®XP& 
note and mortgage, the association} ™Y&" 
paid the money. Even if he was} TS: 
nothing more than an innocent tool of rh 
Frankenburger, it was his conduct}, ™@¢ch 
that made the fraud possible. This is}, / hey 
a proper place for application of the} %! th 
well-known rule in equity that as} Ul! 
between two innocent persons he must) $'0°! 
suffer who, by his acts or laches, has For | 
made a loss possible. lor t 
“In a state of case, where the drawer} ©&¢h 
of a check would not suffer any injury} ° P* 
by its payment by the bank upon keep 
which it was drawn, the mere faci credi 
that the check: was endorsed by the} “°Y® 
original payee by agent without writ- 
ten authority does not give the} TH 
drawer a right of action. Pt 


“Clearly, then, the association lost Mr 
nothing through any fault of the banks os 4 


in cashing the check. Consequently, 
it has no right of action against them.” 
Roe eae Building & Loan Assn. Vs. 
Peery National Bank & Trust Co. (te 
227 Southwestern Reporter, Second poem 
Series, 191.) a 
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into a high volume business. Instead. 
we found that its appeal was chieily t0 
above-average farmers who are, 0 
course, our most important customers 
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and prospective customers. We have 
not, as we had anticipated, endeavored 
to develop the high volume. 


AS a matter of fact, we are currently 
serving some 60 customers. This is 
only a few more than we had at the 
beginning. While we could easily 
triple this figure, we have confined 
ourselves to taking on a few selected 
customers each year as others have 
dropped out. 

The service itself is a very practical 
one for the farmer and is particularly 
helpful to him during the season when 
he is busy with crops and has little 
time for bookkeeping. It provides him 
with a record of income and expense, 
with figures for preparing his tax re- 
port and information that he can use 
as a year-to-year guide in his oper- 
dtions. 

The plan is based on the inventory 
method of accounting. It includes 
supplying the customer with a chart of 
accounts and account numbers that he 
can use to identify expense on checks 
written and income on deposit slips. 
We then supply the farmer with 
monthly income and expense sheets, 
have him call at the bank at the end 
of the year to record any items of in- 
come or expense not shown, and to 
supply his inventory figures. We then 
prepare summary sheets of income and 
expense, a financial statement, the 
inventory and crop and livestock rec- 
ords for him. 

The records are all prepared by 


‘machine and require but little time. 


They are handled under the supervision 
of the agricultural manager by one of 


| our tellers, Arthur Irwin, who is being 


groomed for farm department work. 
For the service, we charge $15 a year 


a profitable service for the bank, it 


| keeps us supplied with up-to-date 


credit information on the customers 


| covered. 


HE preparation of income tax re- 

ports is also a revenue-producing 
service. Besides using Mr. Kautz and 
Mr. Irwin on tax work we are able 
to engage ‘the services of a business 
woman from November 1 to May 1 
each year to assist on this and other 


j year-end activities. This year, we 


handled 264 income tax returns at the 


_ The income tax service, and also the 
farm’ management and farm account 
Services, are all income producing 
services. This is equally true of such 
other services as farm appraising, farm 
planning, clerking auction sales and 
Writig farm insurance that are en- 
§ag<| in by our bank and other country 
bai It is the development of serv- 
ices of this kind, we believe, that will 
assi:! in the inauguration and oper- 
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SEATTLE-FIRST NATIONAL BANK 


STATEMENT OF CONDITION 
At Close of Business April 24, 1950 


Resources Totals 


Cash and Due from Banks . .$143,564,450.79 
United State Government 





Securities . .... .. . 207,822,414.91 
Obligations of Federal 

Agencies a 9,997,194.66 
State and Municipal 

Securities . ..... . . 62,694.101.08 
Other Bonds and Securities. . 2.863.055.07 $426,941,216.51 
Loans and Discounts . . ..... . . . . 194,947,497.67 
Federal Reserve Bank Stock . . ...... 720,000.00 
Bank Buildings, Vaults, Furniture and 

Fixtures, ete... . . Sa ae Sg 4,191,738.93 


Interest Earned Not — ers A 
Customers’ Liability Under Letters of Credit 
onl Ame wc we lw ee 1,352,219.27 
TOTAL e e* - e e J J e* ic 7. $630,839,534.98 


2,686,862.60 











Liabilities 
Capital Stock . . . . . . .$ 12,000,000.00 
Savplas. 1.1 .sss « . ERR 
Undivided Profits. . .... 7,081.631.73 
Reserves for Contingencies. . —5.252,063.77 $ 36,333,695.50 
Reserves for Interest, Taxes, etc. . . . .. . 1,881,114.68 
Federal Funds Purchased ......... 1,500,000.00 


Discount Collected Not Earned. . . . 2... 1,744,133.08 
Letters of Credit and Acceptances. . . . . . 1,352,219.27 











Deposits . wp, fee Dae ae 588,028,372.45 
TOTAL . . ee . . . e e - 7 . $630,839,534.98 
Board of Directors 
Lawrence M. Arnold Charles H. Ingram J. A. Swalwell 
J. H. Ballinger W. M. Jenkins George Van Waters 
Henry Broderick Eric A. Johnston Katheryn Wilson 
Frank H. Brownell, Jr. Richard E. Lang 
Charles F. Clise Clarence D. Martin 
Earl D. Doran Russell Miller 
Joel E. Ferris +B. A. Perham 
O. D. Fisher W. G. Reed ‘ae 
Thos. F. Gleed Wilbur W. Scruby SEATTLE - FIRST 
P. E. Harris Alfred Shemanski 
L. C. Henry Elbridge H. Stuart im Y YP 
NATIONAL BANK 
Member Federal Deposit Insurance Corporation 
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ation of agricultural departments. 

As we see it, farm department serv- 
ices can be broken down into three 
classifications: 1. Direct income pro- 
ducing services. 2. Semi-direct income 
producing services. 3. Indirect income 
producing services. We have already 
listed the services that would fall into 
the first classification. In the second, 
we would place agricultural loan serv- 
icing, participation in special agricul- 
tural programs, such as soil conserva- 
tion, and dairy, breeder and feeder 
animal purchases, that produce loans. 
In the third we would place public 


relations in general, work with farm 
organizations, farm youth groups, etc. 

Thus, where the smaller bank may 
feel that it is handicapped by size or 
that it might not be profitable to em- 
ploy a farm man simply to service 
loans, it does have the option of in- 
cluding direct income services that 
would make such a department pos- 
sible. The opportunities do not de- 
pend upon the size of the bank. They 
may depend to some extent upon the 
resources of the community but even 
here, the community with depleted or 
limited resources may be the one most 
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in need of the services that an ag) icy). 
tural department can offer. 

While it would be impossible for y, 
to measure exactly in dollars the p ofits 
of our own agricultural department 
we do know that the operaticn { 
profitable. We know that about 6) 
per cent of the department’s effort js 
direct income producing. We ‘:noy 
that the direct income so produced js 
about half again as much as all cf the 
expenses of the department. The 
other 40 per cent of the department’ 
effort is devoted to the servicing of oy 
agricultural loans, to agricultural pub. 
lic relations and to other work for the 
bank. However, if we were to attemptf 
to evaluate these other benefits wef 
would unhesitatingly say that they 
exceed the value of the direct. 


THERE is one other point that should 


be covered in this article. That is the 
importance of the careful selection off 


the man to head the agricultural def 


partment. Our manager, Mr. Kautz} 


is a graduate of Iowa State College, 


He came with us directly after hi} 
military service and, though he wap} 


employed for his present job, hip 


went on to study other phases of bank. 
ing, with the result that today he can 
discuss banking problems intelligent 
with our customers. He is a member oi 
the Iowa Society of Farm Manager 


and of the American Society of Farnf) 


Managers. Mr. Irwin, who will be 
Mr. Kautz’ assistant, graduated las! 
summer from the Agricultural Credilf/ 
School at Iowa State College. 

We think the five following recon: 
mendations will be found helpful it 
obtaining and training a farm man: 

1. Select a young graduate from: 
good agricultural college who wa 
raised on a farm, was active in 4 
Club or Future Farmers work ant 
who appreciates the future possibilitie 
in agriculture. We think it would bh 
well if his college major was in ast: 
cultural economics so that his training 


will have been in agricultural adminis}) 


tration. 


2. Train him in banking so that he) 
knows the details as well as the funda}; 
mentals. Remember, he will represet'}) 


the bank. | 

3. Plan his work with him an 
supervise it carefully at first so he wil 
understand what you want and expet' 
of him. 

4. Use considerable care in intr 
ducing him to customers, particular! 
on his early calls, so that customers W! 
not get the impression that his fun 
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ist Men aoa 


tion is to tell them how to run thelf 


businesses. Develop the situation 
that they seek him. 

5. Work with your man in develop 
ing his abilities so that he can add t! 
your own abilities. Plan with him? 
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long range program to fit your bank 
and your community. 

The idea of agricultural departments 
for country banks is not new, but it is 
still largely undeveloped. With a good 
farm man and a good program, the 
department can be not only a creative 
force in the community but a profitable 
operation for the bank. 


¢ ¢ ¢ 


VEW HOUSING ACT 


(CONTINUED FROM PAGE 29) 


/ cion that there may be a few areas 
} where the market is saturated for the 
| high-cost rental units proposed. The 


market situation is therefore being 
studied before the processing proceeds 
apace, and no time limit has been set 
for completion. 

In lieu of passing the more radical 
housing proposals ad- 
vanced by Senator Sparkman, Con- 
gress added Section 213 to Title II, 
giving FHA broadened powers to 
assist co-operative housing groups, 
The new amend- 
some extent the 
applicable loan provisions formerly 
included in Section 207; for example, 
the ratio of maximum eligible mort- 
gage is now related to estimated re- 
placement cost of a project, as dis- 
tinguished from value. Mortgage in- 
surance ranges from 90 per cent to 
95 per cent of the cost, with the maxi- 
mum obtainable if at least 65 per cent 
of the members are World War II 
veterans. Insured mortgages may not 
exceed $5 million, with up to $8,100 
per unit ($8,550 for veterans) or $1,800 
per room ($1,900 for veterans). The 
maximum term is 40 years, with a 
4 per cent interest rate plus 1% per cent 
insurance premium. A release clause 
permits sale and insurance of individual 
units under Section 203. 

One of the new aspects of Section 213 
is that the FHA is authorized to fur- 
nish technical advice and assistance in 
the planning, development, construc- 
tion and operations of co-operative 
projects. A special division, with 
Warren J. Lockwood as assistant com- 
missioner in charge, has been estab- 
lished to administer this program. It 
is believed that the inexperience of co- 
Operative group members in real estate 
matiers has been a primary handicap 


) in the past, and the new FHA division 


5 funel Ils expected to help materially in over- 


coming this obstacle. 

FifA also recognizes that there has 
been some hesitancy on the part of 
lenders to finance co-operatives. but 
ass.ins the reason largely to lack of 
ex} rience in the co-operative | field. 
Say: Commissioner Richards: ‘This 
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kind of problem has been faced by 
FHA with respect to other provisions 
of the National Housing Act, and it 
will be solved as soon as lenders have 
gained more experience and recognize 
that if a proposal is good for members 
of a co-operative and FHA it is equally 
good for a lender. A step toward the 
solution of this problem has already 
been taken by FHA in _ procedure 
whereby co-operative groups may file 
an application for analysis as_ to 
eligibility before financing has been 
arranged with a lending institution. 
This procedure will assist co-operative 
groups in obtaining financing and make 


it possible for mortgage lenders to 
analyze proposals on the basis of a 
conditional commitment after analysis 
by FHA.” 

Of particular interest to rural and 
suburban banks is the new Section 8 in 
Title I, under which $250,000,000 has 
been authorized for another try at 
setting up a small homes program for 
outlying areas. This takes the place 
of the Class 3 loans, which did not 
prove too popular, and there are 
several significant differences. The 
Section 8 mortgages will be individu- 
ally insured by FHA, instead of being 
covered by pool insurance as before. 
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Arrangement of the Customer Service Center of the First National Bank of Montgomery, Alabama, 
was under the direction of Howard J. Morris, Jr., Assistant Vice President. 


[* more and more banks throughout the country, Cristal- 
glo signs reflect a spirit of customer service that helps 


make warm friends. 


Bankette, a leader in modern signs since 1925, can pro- 


vide pedestal and other types of signs to meet your particular 
needs. These edge-illuminated signs of glass will not warp 


or change color, are less likely to scratch, and will retain 


their brilliancy indefinitely. 


Write for our booklet 


“Light the Way to Efficient Operations” 
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There will also be FHA inspections, 
and construction requirements will be 
about the same as Title II, but prop. 
erty requirements will be considerably 
less severe. The mortgages will be 
eligible for purchase by the FNMA. 
Housing authorities believe that these 
provisions add up to a much more 
acceptable piece of mortgage paper 
than was represented by the Class 3’s, 
with augmented security and marketa- 
bility, and should make lending funds 
more generally available in areas which 
have received a disproportionately 
small share of new housing in the past 
few years. 

Section 8 provides for 95 per cent 
loans up to $4,750, although this can 
be boosted to $5,600 in designated 
high-cost areas. As in Title II, the 
maximum interest rate is 414 per cent, 
with 14 per cent insurance premium, 
and terms up to 30 years (20 years was 
the maximum under Class 3). 

FHA Title I insurance of home 
repair and modernization loans _ has 
been extended to July 1, 1955, renew- 
ing for five years the familiar program 


which had expired March 1. The 
American Bankers Association had 
advocated that the extension be 


limited to one year, to keep the pro- 
gram on a temporary basis. 


LONG with the FHA amendments, 
the new housing act includes some 
distinctly important provisions relating 
to G. I. home loans. Changes in the 
capital market and basic interest rates 


have made the 4 per cent G. I.’s com- } 
paratively more attractive to lenders f 
in recent months, and VA officials 


expect this greater acceptance to be 
accelerated as a result of the guaranty 
increase authorized in the act. The 
maximum amount of home loan guar- 
anty is raised from $4,000 or 50 per 
cent of the loan to $7,500 or 60 per 
cent of the loan. However, a veteran 
who has already availed himself of the 
$4,000 guaranty is not entitled to an 
additional $3,500, and if he has used a 
portion of the guaranty he only has 
the balance of the $4,000 available. 
Moreover, despite the increased guar- 
anty, VA’s gratuity payment for credit 
on the veteran’s loan will remain at 
4 per cent of the first $4,000 of guar- 
antee used, or a maximum of $160. 

The maximum term for G. I. loans 
has been extended from 25 to 30 years, 
and it is now mandatory that houses 
to be financed meet certain prescribed 
minimum construction requirements, 
which in the past have been on a vol- 
untary basis. 

While the new legislation ‘‘sweetens” 
the G. I. loans through a higher gual- 
anty, it also has its unfavorable aspects 
for lenders. No more combination 
FHA-G. I. loans will be approved 
after October 20, and restrictions on 
their processing will begin July 20. 
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With the narrowing of the FHA-G. I. 
rate spread, and the larger guarantee 
on G. I.’s, VA officials believe the 
combination loans are no longer neces- 
sary. 

Another less popular provision au- 
thorizes the VA to make direct loans 
of $10,000 or less to veterans in areas 
where 4 per cent home financing is not 
available from private lending sources. 
A total of $150,000,000 is made avail- 
able until July 1, 1951, for this pur- 
pose. While this is regarded as some- 
what in the nature of a club over lend- 
ing institutions, it is anticipated that 
direct loans will for the most part be 
limited to smaller communities and 
outlying areas where 4 per cent money 
ismore difficult to obtain. The A. B. A. 
opposed this direct loans provision, 
and its inclusion in the legislation has 
been described as somewhat of a mys- 
tery by Samuel E. Neel, Washington 
counsel of the Mortgage Bankers 
Association, since no one seemed to 
be sponsoring it actively. 

Unremarried widows of deceased 
veterans who died in service, or from 
service connected causes after dis- 
charge, are made eligible for G. I. loan 
benefits to which their husbands would 
have been entitled. However, VA 
officials warn lenders to be certain of 
the eligibility of any such applicants, 
as determined from official records, 


since many questions may be raised 
as to what constitutes “service con- 
nected causes” of death. 

The secondary market for G. I. and 
FHA loans was continued on a rather 
hamstrung basis by the housing act, 
with a $250,000,000 increase in the 
purchase authority of RFC’s Federal 
National Mortgage Association, but 
this is commonly considered merely a 
stopgap action and the eventual status 
of this backstop agency is currently 
very much “up in the air.” In fact, 
new proposals which would transfer 
FNMA to the Housing and Home 
Finance Agency, make significant 
changes in its operations, and set up 
a supplementary system of privately 
financed mortgage-buying corporations, 
have already been sent to Congress 
(see page 28 for more complete de- 
tails). Lenders are inclined to believe 
that some special “‘sugaring,’ such as 
tax exemption, will be needed to make 
the proposed regional mortgage cor- 
porations attractive to private in- 
vestors. 


BUILDERS and mortgage brokers 

are among those not happy over 
elimination of FNMA’s power to make 
advance commitments, the new act 
providing that the agency may con- 
tract to purchase mortgages only after 
they have been guaranteed or insured. 


Many raise the question, ““How can 
we handle interim bank financing with 
no Fanny May commitments?” 

FNMA last month announced it was 
ready to resume purchases of insured 
mortgages acquired since March 1, 
1950. Expanding sales of mortgage 
holdings, and canceled commitments, 
have combined with the new authori- 
zation to make a fund of about $500 
million available. There is some 
thought that increased sales may more 
nearly balance purchases in the future, 
thus creating somewhat of a revolving 
fund. 

While the Housing Act of 1950 in- 
cludes many other changes, the fore- 
going summarizes its most important 
provisions. On balance, they encour- 
age still easier mortgage credit and will 
doubtless help to nourish the housing 
boom. 

What do bankers think about the 
new legislation? 

Many feel that still more attention 
should be concentrated on reducing 
the price of housing, instead of extend- 
ing the repayment period and cutting 
interest rates along with down pay- 
ment requirements. They point out 
that financing is the one item in the 
home buyers’ or home builders’ cost 
that has not had an inflationary ad- 
vance. In fact, mortgage rates have 
declined at least 10 per cent in the past 
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10 years, while cost of building has 
increased an estimated 137 per cent in 
the same period of time. 

There is much agreement with H. R. 
Templeton, vice-president of The 
Cleveland Trust Company, when he 
asserts that extremely liberal credit 
has contributed more to the increased 
price of housing than any other factor, 
by stimulating demand to the point 
where excess cost could be passed on at 
a profit. While he acknowledges that 
much of the pressure for lower rates and 
extended terms comes from veterans’ 
organizations, Mr. Templeton ques- 
tions whether they are thereby really 
obtaining the “best possible deal” for 
the veterans. He cites the fact that a 


reduction of 13 per cent in the price 
of a $10,000 house would enable a 
veteran under 100 per cent financing to 
pay for the property in 20 instead of 
25 years, with the same monthly pay- 
ments, and to save $1,881 in interest 
charges in addition to the $1,300 in 
original cost. 

In fairness, it should be stated that 
Raymond M. Foley, HHFA adminis- 
trator, also sees cost cutting as the 
primary objective to be stressed in the 
entire housing picture, and he em- 
phasizes the importance of research 
efforts being made in this direction by 
his agency and other groups. 

The collective viewpoint of many 
bankers toward housing legislation is 


¢ ¢ ° 





expressed by Rowland R. McElvare 
president of the A. B. A. Savings and 
Mortgage Division and senior execy- 
tive vice-president of the Bank for 
Savings, New York City, who com. 
ments: “It’s not so much where we 
are today, it’s where we are trending 
that worries the banks. The new 
housing decrees confront private lending 
institutions with a lower rate and 
direct government lending wedges, 
There is a limit beyond which un. 
subsidized lenders cannot go, and the 
danger is that eventually they will be 
unable to provide financing under the 
conditions specified, making it ‘man- 
datory’ for the government to take 
over the loan function.” 


IMPROVING BANK OPERATIONS 


(CONTINUED FROM PAGE 35) 


designed chairs reduce fatigue. 

Those who have studied the subject 
report that color is another factor in 
office efficiency. It is reported that 
white walls, dark painted walls and 
brilliant colors should be avoided. 
Warm pastel colors are ideal for walls. 
Floors and ceilings should be in similar 


tones. Machinery and desk tops 
should also be in light tones. Eye 
fatigue results from constant readjust- 
ment to light and dark, and decora- 
tions of near equality in brightness 
produce the least fatigue. 


Personnel 
The best systems and equipment 
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cannot be any better than the people 
who operate them. More can be done 
in the direction of economy through 
proper selection and training of em- 
ployees than in any other way. The 
best personnel cost but little more than 
the average and produce far more. We 
should not accept any compromise in 
their selection. 

Psychological tests can be used to 
excellent advantage. If a bank does 
not care to administer them it can 
probably arrange with a high school 
principal to have this done. The best 
clerks are frequently not the ones that 
would be selected by ordinary inter- 
view methods. 


Summary 


Bank operations are not static. New 
and changing conditions make con- 
stant revisions necessary. We could 
install the most modern and efficient 
accounting system in a bank and yet 
within a few years it would be in need 
of revision. . 

In contemplating changes, it is 
advocated that such questions as these 
be considered: 

1. What is the average production 
of the tellers? The bookkeepers? The 
central proof clerks? 

2. How do these figures compare 
with other banks? 

3. How many daily operations are 
unnecessarily duplicated? 

4. Do the bank’s procedures and 
records protect it against unjust claims 
or against expensive tax errors? 

5. Would an investment in moder 
equipment effect a saving of time? 

6. Is the time and experience of each 
employee being utilized to the bes! 
advantage? 

7. Is the equipment and furniture 





arranged to save steps? 
8. Is everything possible being done 
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Hous 


to obtain customer co-operation? 

The number of topics covered in this 
article has precluded the possibility of 
going into detail on how to put the 
recommendations into practice. Where 
a country bank sees any merits in the 
suggestions it can check further as to 
procedures and alternative methods, 
with such information sources as city 
correspondents and equipment repre- 
sentatives. 

Moreover, bankers who are seriously 
interested in improving the operating 
methods and records of their banks can 
profit much from membership in the 
National Association of Bank Auditors 
and Comptrollers, First National Bank 
Building, Chicago 3, Illinois. The 
annual dues are $10 for banks up to 
$2,000,000 resources and $15 for banks 
up to $15,000,000. Information from 
a single NABAC article or research 
publication could repay that invest- 
ment many times. 

One final suggestion, and one well 
worth following, is this: Reserve an 
hour a week —at home in an easy chair 
is a good place—to sit back and 
examine critically and objectively the 
bank’s routine. Engage in some seri- 
ous mental reflection and look at every 
operation with the viewpoint that it 
could be improved. 

It may well be your most profitable 
hour of the week! 


4 ¢ « 


MANPOWER PROBLEM 


(CONTINUED FROM PAGE 31) 


possible. For some men a career in 
banking makes an ideal manner of 
living; for others it would be naught 
but frustrating. It was pointed out 
that banking offers chances for pro- 
motion and title, a high degree of 
security, pleasant working conditions, 
a position in the community, and an 
opportunity of service, but that there 
are not the chances to grow wealthy 
or the excitement of the more volatile 
businesses. If these things can be 


understood at the outset, there should 


be less turnover. 

_ While taking on 10 graduates at one 
lime seems a sizable group, it means 
that from most’ of the colleges con- 
lacted only one individual will be 
selected. The desire is that this one 
shall be the best available from the 
standpoint of intelligence, personality, 
leadership, character, appearance and 
banking temperament. 

{ler hiring, the 10 are to be given 
a two weeks’ intensified training in the 
bank’s threshold school on the adding 
Machine, principles of bank bookkeep- 
ing, teller work, the functions of the 
difierent bank departments and the 
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history of the bank. Then they will 
be assigned to training desks in differ- 
ent departments for stays of from two 
to four weeks. One member of our 
staff has dubbed the program ‘“‘musi- 
cal chairs.”” Even these short stays 
will be interrupted by assemblies of 
the group twice a week for two-hour 
class work so they will develop group 
enthusiasm and keep in sight the broad 
principles of banking; also, that they 
may be tested on their progress. 
Further, the men will be pulled from 
the training desks when required for 
temporary manpower needs, luncheon 
reliefs, absenteeism, and wherever an 


extra pair of hands will be helpful. 
This ‘‘pull off’? program is both to hold 
down the cost of paying salaries for 
purely training and to let the men 
realize early that they are hired to 
work, not merely study, and to come 
forward willingly wherever a shoulder- 
to-the-wheel is needed. 

As soon as a suitable permanent 
vacancy arises, a man will be taken 
from the training program whether or 
not he has completed his round of the 
departments. Even so, it is antici- 
pated that the program will represent 
a sizable investment per man. 

Most of these college graduates will 
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end up as specialists in head office 
departments. Branch needs in excess 
of present junior promotional material 
are being met by bank-experienced 
men from other areas who are heeding 
the oft-quoted Greeley advice, “Go 
west, young man.” 

But the really long range needs are 
to be filled from the bank’s newly 
launched work college program. This 
program looks far ahead, for the first 
graduates will be six years hence. Nine 
high school graduates have been started 
this spring. With one exception, each 
is from a different high school. The 
general opinion around the bank is 
that they are the best high school 
applicants we have seen in years. 

Details of this work college program, 


which will lead to college graduation 
and a career in banking, calls for six 
years of alternate bank and college 
work until the student is graduated. 
Upon graduation and the completion 
of the “‘intraining” phase of the pro- 
gram, the student will be guaranteed 
regular employment in the bank at a 
salary of not less than $3,000 per year. 
The actual position will depend upon 
the individual’s interests and capabili- 
ties and the need of the bank at the 
time. 


UNDER the plan, the student will 

work in the bank for one year and 
then attend college the following year. 
Such a procedure will continue until 
the student is graduated. The plan 
contemplates college attendance dur- 
ing fall, winter and spring terms and 
summer sessions. The average student 
will be able to complete the program 
within six years, or when he is approxi- 
mately 24 years of age. 

Young men participating in the 
program will begin working in the bank 
immediately following high school 
graduation. Starting salary will be 
$140 per month with increases of $10 
per month at the end of the third and 
sixth months. Thereafter, salary in- 
creases will be keyed to efficiency and 
responsibilities, increasing each year 
until the participant is receiving $250 
per month upon completion of the 
program. 

Each student will be expected to 
save $100 per month which will be 
deposited in a special savings account 
for use during his college career. Stu- 
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to the cash chest, or a hook that could 
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dents will attend either Oregon State 
College or the University of Oregoy 
and the United States National will 
pay the tuition fee in the form of 
scholarship. Money saved by the 
student while working full-time will be 
used to cover cost of clothing, books, 
board and room and incidentals during 
college. ; 

The student will be expected to 
maintain a high scholastic average, but 
will also be encouraged to participate 
in athletics and other activities. Al. 
though no rigid restrictions will be 
imposed upon the course of study to be 
followed, participants will be expected 
to major in business administration or 
economics. However, they will be 
given wide latitude in choosing elective 
courses each year. 

Each year a new class of high school 
graduates will be started. When the 
work college program reaches its full 
height, it is expected that there will 
be from 60 to 80 boys under the pro- 
gram at one time, half of them attend- 
ing school and the other half working. 
This number will result in enough 
graduates to fill approximately half of 
the bank’s future officer needs.  Al- 
though there will be no binding con- 
tracts, it is believed that students will 
want to continue their banking careers 
with the United States National follow- 
ing graduation. 

Under this newly devised program, 
the United States National Bank ol 
Portland believes that long range 
planning will produce the right per- 
sonnel and that the right personnel will 
solve all other problems. 
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was in place. The cash chest door is 
always closed, too, but the combina- 
tion not turned on.” 

“Not turned on!” Mr. Clutchbill 
raised a flickering pair of eyes for a 
moment, and then: ‘Willie Dexter or 
either of the women clerks aren’t in 
trouble for money, are they? Those 
coupon bonds are easy to cash.” 

“Not a sign of any of them needing 
money.” 

‘“Hm-m, think hard now over the 
last two weeks. Has any one been in 
the vault overlong?” 

For a moment John stared around in 
the twilight. Of a sudden he turned to 
Mr. Clutchbill. “There was_ the 
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painter, of course. We had the vault 


walls done over about ten days ago, ff 


don’t you remember?” 
*“So-o!” purred Mr. 
grimly. ‘“‘And a stranger, too!’ 


. . . been around here two years. Be- 


Burroughs Clearing House 


Clutchbill B 
on: 
“But he’s a harmless little fellow f ‘ 
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fore he ever went behind the grille 
partition in the vault I closed the cash 
chest door and put on the combina- 
tion. It was still locked after the 
painter was done.” 

“Then you ran off the combination, 
locked the grille door and . . . did the 
painter work later in the front part of 
the vault?” 

John nodded. 

“This painter may be clever. Where 
does he live?” 

“Why, Mr. Clutchbill, he couldn’t 
have got those bonds. He’s just a little 
black-haired fellow trying to build up 
his trade here in the village. And he’s 
a regular artist; he silvered and put a 
stripe around the edge of those two 
safe deposit box doors we had to drill 
open, and when he was through you 
couldn’t tell if the work came from the 
factory. He’s using for a paint shop 
that old cider mill building a mile 
above the village on Bushy Brook. I 
guess he sleeps there. Right now he’s 
at Amelia Ketchum’s doing over her 
dining room.” 

When the old director led the way 
back to the front office John began 
jerking open one drawer after another 
in his desk and whipping forward with 
raking fingers the contents. 

Mr. Clutchbill stood leaning on the 
desk with a faraway look. Finally, he 
reached out blindly and got his hat. 

“John,” he said, “if I can find our 
Director Spearhawk, I don’t say [ll 
bring that bunch of $10,000 in bonds 
back in two hours, but Ill walk awful 
close to them.” 

John snatched his hand out of a 
drawer and reared back, staring. 

“Wh...why! You mean it?” 

The old director nodded firmly. 
“Don’t let it get out what’s happened.” 

After a hurried walk to the east side 
of the village, Mr. Clutchbill slipped 
quietly into a yard and stopped sud- 
denly with a stern eye on a maple at 
the rear of a cottage. 

“Spearhawk!”’ he hollered, “I saw 
you... you might as well come out.” 

Mr. Spearhawk, sniffing and brush- 
ing his nose, stepped sheepishly out 
from behind the maple. ‘‘Now, Aaron, 


_ it’s too good a day for...” 


“How’d you like to pick up $10,000 
in government bonds,” broke in Mr. 
Clutchbill. ‘Especially since they’ve 
Just been pinched out of the bank!’’ 

Mr. Spearhawk jerked up his neck, 
then began moving as though dazed 
toward the old director. 

‘“Wha-a-a-a-t-t!!"" he breathed in a 
long hiss. 

“Pinched right out of our vault,” 
nodded Mr. Clutchbill. “There’s a 
hide-out place I want to look at in- 
Stantly. Get your car!” 

“[ don’t like... Aaron, is there any 
one in this hide-out place?” 

“T ain’t sure. Confound it! Hurry!” 

Mr. Spearhawk climbed onto the 


June, 1950 


back porch and disappeared only to 
return in a few moments glumly carry- 
ing a duck gun. 

The instant the fenders on Mr. 
Spearhawk’s old black sedan began 
jiggling, Mr. Clutchbill climbed in and 
shouted: “Go to the old cider mill on 
Bushy Brook.” 

“What! That mournful hole?” hesi- 
tated Mr. Spearhawk hunting with a 
reluctant hand for a notch with his 
shift lever. ‘“‘Aaron, mark my words, 
there’s going to be a murder there some 
day. I ain’t getting out of the car.” 


A MILE north of the village the car 

turned onto a dirt road and stole 
through a gorge where a brook rumbled 
threateningly. A barn-like structure 
finally came in view, half-hidden in a 
sea of black alders which flooded back- 
ward fringing the margin of a shallow 
mill pond. 

“Looks like there’s no one here,” 
comforted Mr. Clutchbill. 

“Don’t be too sure,” scowled Mr. 
Spearhawk, “sudden death squats in 
such cussed places.” 

“It’s all open. Look at the door,” 
encouraged Mr. Clutchbill pointing to 
a dark slit. 

“Yeah, inviting, isn’t it?”’ Mr. Spear- 
hawk reached over in the back seat for 
his duck gun. “I'll stay here and 
guard the car.” 

““We’ve got to hang together. That 
little black-haired painter who did 
over our vault interior is using this for 
a paint shop. Those bonds may not be 
here, but I’ve a strange feeling they 
might be.” 

“Yeah, they might be squatting in 
there behind a gun,” uttered Mr. 
Spearhawk descending slowly from the 
car. 

‘Poke the door open with your gun 
muzzle,” whispered Mr. Clutchbill 
when they were at the dark opening. 

The door swung back on limp hinges 
revealing the shadowy outlines of the 
old cider press, empty barrels, and, as 
they edged in, a litter of new shavings 
and a confusion of fancy paint cans on 
a bench. Once during the search Mr. 
Clutchbill picked up a queer tool 
which had the appearance of a goose- 
neck wrench with traces of wax on its 
mouth. Satisfied there was no package 
of bonds in the barn-like room, the 
two men mounted a rickety stairway 
to a loft. 

‘Hm ’f, he sleeps here,” said Mr. 
Spearhawk pointing to a_ tumbled 
bunk. 

“Eh, yes-s,” purred Mr. Clutchbill 
feeling his way to a gable window 
where the light was stronger. “Better 
feel the bunk over,” he suggested 
glancing out of the gable window 
which looked directly down on the 
shallow mill pond. 

Suddenly the old director jerked 
with astonishment. “Great heavens, 


Spearhawk! Here’sa trout a mile long!” 

Instantly Mr. Spearhawk pattered 
to the window. The watery image of a 
vast fish spread across his eyes. 

“That ain’t a trout,” he gasped. 
“That fish is five feet long!” 

“We don’t have any fish in our 
mountain water but trout,” contra- 
dicted Mr. Clutchbill. 

“Tt’s a sturgeon!” 

““What-t-t!!”’ 

‘From the fish hatchery a mile up 
the brook,” nodded Mr. Spearhawk. 
“They’ve got four of them. I'll bet 
he’s got out and come down here.” 

‘Hm’f, lays awful still.” 

*“‘They’re sluggish. This one moves a 
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little... watch him.” 

“TI can’t see him move a mite.” Mr. 
Clutchbill looked closely at the great 
fish, and then at Mr. Spearhawk. 

*“Mr. Spearhawk,”’ he said in a queer 
voice, “do you suppose our painter has 
somehow got this fish down here for 
some purpose?” 

“Of course not. The fish has got 
out. But he’s perfectly safe... the 
state posts this brook.” 

“Mr. Spearhawk, I’d like to go up 
to the fish hatchery.” 

Some fifteen minutes later Mr. 
Spearhawk’s car pulled up beside a 
wild meadowland where lay the silver 
pools of the fish hatchery. Over be- 
side one of the pools the manager was 
feeding schools of brook trout, and at 
once Mr. Clutchbill led the way over 
to him. 

‘*“We’ve come to see your sturgeon,” 
nodded the old director. “‘How many 
do you have?” 

“Four five-footers,’’ smiled the man, 
“and they’re quite an attraction. 
They’re in the pool just above.” 

Shortly the three men edged oul on 
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a cement dam, and there shoulder to 
shoulder lay four great fish, dull gray 
with white-edged fins. 

““Why! there’s four!” burst out Mr. 
Spearhawk. “‘We thought...” 

Suddenly Mr. Spearhawk closed his 
mouth for he felt Mr. Clutchbill’s 
sharp elbow hook him in the ribs. 

“‘You’ve always had these four?” 
asked Mr. Clutchbill bending politely 
over to examine the big fish lying di- 
rectly under his eyes. 

“Oh, yes, only four. 
for scavengers.” 

‘“‘Hm-m, they never break loose?” 

**At rare times one will go down into 
the cider mill pond, but we get them 
back promptly.” 

“Has one just come back?” 

““No, we haven’t missed any lately.” 

Five minutes later Mr. Clutchbill 
stood beside the car and looked silently 
a long moment at his brother director. 

“Mr. Spearhawk, where do you 
reckon that fifth sturgeon down in the 
cider mill pond came from and why is 
he there?” 

“Aaron, I’m getting shaky in the 
knees. I’m beginning to think we’ve 
seen a ghost.” 

“T don’t. We've got to get back to 
that cider mill instantly.” 

When they were again there Mr. 
Clutchbill led the way through the 


We keep them 


_ alders. 


“There he is!’ suddenly exclaimed 
Mr. Spearhawk. “‘We were right... 
it is a sturgeon!” 

Although well out they could plainly 
see the outline of the great fish. Mr. 


| Clutchbill began carefully hunting the 


shore. Suddenly he bent down and 
began untying a thin fish line from a 
submerged alder root. Gently he 
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hauled in. 

Mr. Spearhawk stood in a trance, 
The great fish was coming in bick. 
ward without a tail-flop or a fin-wiggle, 
In a moment the sturgeon, stif! as 
though frozen, was dragged on shore, 

“Painted just as lifelike as the real 
thing, ain’t he?” panted Mr. Clutch. 
bill. 

‘Painted!’ Mr. Spearhawk touched 
the fish. His finger snapped back, and 
his eyes bulged out. 

The old director rolled the fish over, 
It was weighted with lead to hold it on 
the bottom. Two wooden buttons 
held intact a cover in the sturgeon’s 
belly. Twisting them around Mr, 
Clutchbill began prying. After a while 
the cover hopped out. Im another 
moment an oil-paper wrapped package 
was in his hand. 

Mr. Spearhawk reached wildly for 
an alder sapling as he staggered back, 
A package of $10,000 in government 
bonds lay under his eyes. 

Hastily Mr. Clutchbill reset the 
cover, pushed the perfectly painted 
sturgeon into the water and let it pay 
out to its old position. 

*““Come on, make for the bank!’’ he 
ordered. 

Shortly after, the bank force was 
leaning around Mr. Clutchbill, staring 
at a battered bundle of bonds. 

“John, call up Amelia Ketchum’s 
house, and see if that painter is there,” 
flashed the old director. 

Instantly John hung over the phone. 
“The painter there?’ he barked. 
“Gone up to his shop for paint, you 
say?” 

‘Put these bonds in the vault,” 
gasped Mr. Clutchbill. ‘‘Come, Spear- 
hawk!” 

When the two men again stood be- 
side the cider mill the wooden sturgeon 
lay on the shore with its hatch open. 

‘“‘He’s discovered we've been here, 
and he’s lit out,”’ breathed Mr. Clutch- 
bill. 

Mr. Spearhawk looked around with 
a relieved face. ‘‘Aaron, how did you 


| guess that was a wooden fish?” 


“Those four sturgeon were all at 


| home at the hatchery, weren’t they? 


There’s all these shavings on the floor, 
and there’s this.’ Mr. Clutchbill 
picked off a bench the queer goose- 
neck wrench he’d noticed earlier. ‘‘He 
used that to reach between the bars 
and unlatch the grille door . . . there 
is a corrugated button on the latch 
inside to prevent getting locked in. 


| Painting over a couple of our safe de- 
| posit boxes and the live sturgeon thal 
| at times escaped to the mill pond pod 





| bony .hand. 


| portion.” 


put the idea into his head.” 

Mr. Spearhawk held out a small, 
“Much obliged, Aaron. 
I’ve been mighty fearful the loss o 
those bonds would cause us to pass the 
semiannual dividend . . . especially my 
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